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The Answer to Fair Price Committees 


HROUGHOUT the country Fair Price Com- 
missioners have been appointed in each State 
to work in conjunction with the Depart- 

ment of Justice. This State Commissioner builds up 
his committee with a representative of labor, a 
representative of some housewives’ organization, one 
or more representatives of the public and one repre- 
sentative of each of the several lines subject to the 
rulings of the Fair Price Committee. These com- 
mittees are being empowered to make investigations 
and to establish some sort of a plan of fair and reason- 
able prices which may be charged for the various 
commodities. 

The committees are having fair success in food 
pricing, for they have something standard and staple 
upon which to build an averaging system. When it 
comes to apparel and footwear some difficulties are 
quite apparent. 

Of all of the preliminary work to date, the thing that 
stands out with greatest clearness is the co-operative 
work of the merchants of St. Louis in relation to shoe 
prices. The committee summarizes the “price fixing” 
program as follows: 

The St. Louis Fair Price Commission finds 
upon investigating the costs and selling prices 
of staple black serviceable shoes, on sale in the 
stores of 37 representative shoe _ retailers, 
located in sections of the city, that a uniform 
price list is not practical, due to the fact that 
practically no two shoe stores carry the same 
shoes under the same branded names, by which 
it would be possible for customers to identify 


same upon the publication of a price list by 
this committee. 

The advertising of prices in the daily press by 
the larger retailer acts as a stabilizer of prices 
for all parts of the city and country, and compe- 
tition between the stores for business, keeps any 
retailer from asking an undue profit. The daily 
press is the best price list from which the public 
can form its judgment. 

Due to the fact that practically no two stores 
carry the same shoes under the same brands it is 
impossible for retailers to combine or agree 
upon a scale of prices. 

In as diversified and complicated an article as the 
American shoe, with its many styles and many sizes 
ranging from the soft sole to the old folks’ comfort 
shoe, it is most logical to consider “price fixing” as 
an impossibility when there is no definite standard 
possible in any one class of footwear. No two stores 
form a basis of comparison with any one standard 
placed upon them by any committee, even though 
that committee were made up of shoe men. 

The thing to do is to consider the item of ¢om- 
petition as the stabilizer of prices and see to it that 
no interference is made with the logical laws of 
supply and popular demand. It, however, pays 
every shoe merchant to keep himself conversant with 
the action of the Fair Price Committee in his State 
and to see to it that either he or representatives 
of his craft state the true situation and the best 
premise is that established by the merchants in St. 
Louis. 
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A “Reserve” Is Good Business 


N old-time merchant tells the following ex- 
perience which ranges from the present back to 
half a century ago: 

“The other day I was browsing around my nephew’s 
shoe store, where I often loaf since I retired from busi- 
ness. I found him going over cost lists and stock 
sheets getting ready for a bit of clean-up, and also 
trying to get a line on selling prices on new stuff that 
was soon coming in. He had a bunch of shoes before 
him on his desk. Said he, ‘Here are some styles which 
perhaps have been round here longer than they ought 
to be, although they are still good and salable. I 
can’t buy them today from the manufacturer, at my 
own selling price. That shows how fast prices have 
been going up. Under the circumstances, why should 
I cut them in price, to get rid of them? I shall “X 
them in’ with the new stuff, at the average of prices. 
They are worth it, if the new stuff is; and I have 
got to protect myself against a reverse deal when the 
market starts down. I have got to look ahead, got to 
lay up a sinking fund.’ 

“This all took me back fifty years to a store scene 
almost exactly similar in which I was the ‘nephew’ in 
the case and my uncle the owner of a general store, 
one of three good stores in my town. He was facing 
exactly the same situation in regard to Civil War prices 
on cotton goods; wholesale prices had shot up faster 
than his retail prices. 

“The other two stores were boosting sales of cotton 
goods at prices which in some cases were less than they 
could replace them for. My uncle took the opposite 
. tack; he concentrated his efforts on other lines of 
goods in the store, and sung small on cotton goods. 
He let them take care of themselves and kept ad- 
vancing the prices. He probably realized from 25 
to 40 per cent more for big invoices than his com- 
petitors did, and had just as good sales in other lines 
of goods. 

“He did more than this; within three years he 
worked his total stock down low as prices went high 
and finally sold the whole store to a chap who was 
dazzled by war profits. He had a lot of real estate 
sticking round the town, and he sold that also at 
boom prices—converted everything he had into 
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cash, put the cash into safe mortgages and govern- 
ment bonds, took a six months’ rest and got an easy 
job in a wholesale house. 

“That was only half of the story; the other half 
reaches over into the time of depression that followed 
the war boom. Then his money began to get busy, 
and in less than two years he had bought back and 
owned a bigger store than ever and as much real 
estate as he wanted, for less than half price. 

“He considerably more than doubled his fortune in 
five years and all the time was at work earning good 
pay and his money was at work also, earning good 
pay and sure pay. He had nothing to worry about 
for five uneasy years; he let the other fellows do the 
worrying. I told the whole story to my nephew. He 
listened very thoughtfully and said he would con- 
sider it further. I sometime think there is such a 
thing as having nerve enough to let go. It takes nerve, 
too, when you have a bull by the tail.” 

All of which is respectfully submitted, for the good 
of the order. The experience related was not entirely 
uncommon at that time, as the older generations of 
business men can testify. Whether it holds any 
guidance for the present is a matter upon which 
individual opinions may differ. What do you think? 





A Case for Salesmanship 


BOUT the only diplomats we have developed in 

this country in recent years are our domestic 

traveling salesmen. Salesmanship is diplomacy; 
and diplomacy is largely salesmanship. 

The salesman is obliged to report his deals back 
to the house for which he travels, for confirmation. 
The diplomat must do the same. The salesman has 
to sell the goods, and then sell the order, to the credit 
man or the head of the house. And what a grievous 
pity it was that the President did not send some good 
salesman back from Paris, to get his bargaining 
accepted by Uncle Sam’s credit board at Washington. 

If he had had in his make-up any of the instincts of 
real salesmanship, he would have-selected such a man 
and said to him, in effect: ““Now, we have to get these 
deals confirmed by the board in the head office; I 
don’t like that bunch, and they don’t like me, but we 
have to deal with them. Smooth them up, consult 




















Nov. 29, 1919 


BOOT AND SHOE RECORDER 39 


CUT 


| 


/ 


I 





| yS\ = 2 

Y nnn, 
———__—__—__— eS 
———— - ———_ — || Ya S 


them as we go along with the dealing here in Paris, 
give them a lot of confidential talk, make ’em think 
they want the goods.”’ But instead of any such pro- 
cedure, he ignored the Senate during the bargaining, 
and came back with a warlike defiance, and practi- 
cally said: “Here, you fellows! this is a mixed order, 
a deal for exchange of a lot of ideas and world-policies, 
tied up with a running contract for more of the same 
goods; I want you to OK it at once, just as I put it 
through. You have got to take it, the whole deal, 
just as it stands.”’ And the Senate promptly arose 
in all its dignity, flirted the tail of its toga statuesquely 
across its left shoulder and remarked fervently, 
“The dickens you say!” 

And Senator Lodge’s Hyperion curls were meta- 
morphosed into a lion’s mane and he fell on the treaty 
tooth and nail, aided by two grizzlies from California 
and Missouri, a mountain lion from Idaho, a ring- 
tailed roarer from Wisconsin, and a whole menagerie 
of scrappers; and the arena has been a riotous 
smother ever since, and the poor treaty resembles 
more and more a bundle of rags. 

All for lack of a bit of salesmanship! For what is 
salesmanship? It is simply a compound of plain 
horse sense, courtesy, good-will, reason, logic, kind- 
ness, consideration for others, belief in the goods, 
belief that they will be useful to the other fellow, faith 
in fellow-creatures, good natured friendliness and man- 
to-man sincerity. Technical knowledge is needed of 


course; but those are the guiding principles, which make 
use of technical knowledge as a tool to work with. 

Salesmanship is the faculty, or talent, which “gets 
along with’’ people; which makes bargains and gets 
them ratified and confirmed and executed; which 
brings diverse minds into accord, for united action; 
which co-ordinates and unifies the work of the world. 
It is give-and-take, live-and-let-live fairness and 
justice. Trickery has no place in it, for trickery 
defeats itself, kills itself. 

A little more real salesmanship, please, in world 
affairs! And less bogus “‘statesmanship” and moon- 
shine theories and selfish and narrow plotting. The 
world will be the better for a change, for an infusion 
of business principle and business practise. We never 
needed it more. Why can’t we have it? 





HEAVIER BOTTOMS ON SHOES 


Sturdy Shoes on Increase 


Number 14 iron is the weight of a pair of shoes which 
a shoe manufacturer is putting onto his own shoes. 
Number 13 iron is the weight of a special line of shoe 
made by a South Shore firm. 

“Over-weight”’ soles on men’s shoes are featured by 
a west firm. 

Five-sixteenths of an inch is the thickness of a 
combination fibre and leather sole bottom on a line 
of fashionable brogues for women. 





Keep the Recorder 


Go through this issue carefully; fill out this 
blank as indicated, and send it on a tour of the 
store. Its value to you is multiplied by the 
number of your associates who benefit from its 
contents. 


No retail shoe publication in the world is 
giving to its readers the amount of expert and 
authoritative service that is embodied ir each 
week’s issue of the ““Boot and Shoe Recorder.” 





“Going the Rounds’”’ 
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FIRST CINCINNATI SHOE FAIR 


National Shoe Travelers Preparing for Event 
—Also for Annual Convention 


The members of the Cincinnati Association of the 
National Shoe Travelers are virtually all home from 
their territories now and are spending every minute 
of their time preparing both for the annual convention 
of the National Shoe Travelers’ Association and the 
First Semi-Annual Cincinnati Shoe Fair. The con- 
vention is to be held at the Hotel Gibson, January 4, 
5, 6 and 7, while the fair will be held at the Hotel Sin- 
ton on January 8, 9 and 10. 

Cincinnati extends a cordial welcome to retail shoe 
merchants throughout the country to attend the 


GING Vae w 
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Exhibitor 


Great Shoe Fair, the keynote of which is ‘Art in 
Shoes.”’ 


Special Train to Boston, January 10 


The shoe travelers have arranged for special trains 
to leave Cincinnati on Saturday evening, January 10, 
for Boston, arriving in Boston on Sunday evening—a 
twenty-two hours’ trip. 


Ohio Valley Shoe Merchants Will Join Travelers 


It was announced that the members of the Ohio 
Valley Retail Shoe Dealers’ Association would join 
the shoe travelers in a body and take the special train 
to Boston Saturday night, January 10. Retail shoe 
merchants are urged to make their reservations both 
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for their hotel rooms while in Cincinnati and for the 
trip from Cincinnati to Boston as early as possible. 

W. T. Dickerson, chairman of the Shoe Fair Com- 
mittee, has announced that reservations for display 
space have come in in great volume, and that the en- 
tire fair is certain to be a phenomenal success. 


CLEVER ADVERTISING STUNTS 


Amateurs Tell Wm. Pidgeon, Jr., How it Should 
Be Done 


Rochester—Amateur ad-writers of Rochester are 
now having their inning and the merchants of the 
city are learning how it should be done through 
the efforts of a local newspaper which is conducting 
the ad-writing campaign. In the shoe field the store 
of Wm. Pidgeon, Jr., has been selected and amateur 
advertisers are telling the popular president of the 
Rochester Retail Shoe Dealers’ Association that he 
should paraphrase upon his name in his store ad- 
vertising using copy such as the following: 

“Pigdeons don’t need shoes as they can fly, but as we 
walk we need a good quality and wearing shoe and the 
place to get them is Pidgeon’s Shoe Store.”’ 

“T’m as light on my feet asa bird. Why? I bought 
my shoes of Wm. Pidgeon, Jr.” 

‘“‘Wear Pidgeon’s Shoes—They’re Birds.” 

There are shoes that you need for baby, 

There are shoes that you need for Dad, 

There are shoes that you need for Mother; 

That will be the best she ever had, 

For sister and brother in Spring or Fall 

The shoes you buy here are the best of all. 

William Pidgeon, Jr. 


STORES KEPT ON SELLING 


Strikes Are Fizzles When Public Opinion 
Opposes 
The clerk’s union undertook to strike in Lynn 
stores Saturday morning at 11. The strike fizzled. 
The stores kept on selling as usual. A few clerks 
walked out. They will stay out, judging from what 
the merchants say. 
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BOSTON BOOT AND SHOE CLUB 


John A. Bush Speaker at December 10 
Dinner 


John A. Bush, president of the Brown Shoe Com- 
pany, St. Louis, has accepted an invitation to address 
the Boston Boot and Shoe Club at its next monthly 
dinner, to be held at the Copley-Plaza Hotel, Wednes- 
day, December 10. The members are looking for- 
ward with keen interest to the visit of this well- 
known Western shoe manufacturer. It will be the 
first time in several years that the Club has had a 
speaker from this section of the country. 


1920 Convention 


The coming annual convention of the National Shoe 
Retailers’ Association to be held in Boston, January 
12-15 next, will also receive appropriate recognition 
at the dinner. 


REPAIRERS’ STRIKE ENDED 


Victory for Master Shoe Repairers’ Asso- 
ciation 

The seven weeks’ strike of the United Shoe Re- 
pairers of America in Boston has come to an end. 
Robert W. Daley, secretary, and George H. Lapham, 
Treasurer of the Master Shoe Repairers’ Association, 
made the initial move as party plaintiffs, asking that 
an injunction of restraint be issued by the court against 
Messrs. Burrell and Gorin, representing the de- 
fendants. This injunction was granted and was 
later extended to cover the other members of the 
Master Shoe Repairers’ Association. Some 26 shops 
are thus freed from strike difficulties and a trouble- 
some situation for the retail shoe merchants, the repair 
shops and the public of Boston is overcome by the 
victory won by the repair shop owners. 


FAIR PRICE REPORT 


Washington Sub-Committee Active in Its In- 
vestigations 


The Fair Price Committee of Washington has been 
quite active recently. The sub-committee on shoes 
has worked out a system in connection with which it 
has written to all of the manufacturers who have sold 
shoes to Washington merchants within the past six 
months asking for a report of such sales and the price 
paid by the merchants. 


CO-OPERATIVE EXPORTING 


British Shoe Manufacturers Actively Engaged in 
Foreign Trade Promotion 


Wilbur J. Page, American Trade Commissioner in 
London, has the following report to the Department 
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of Commerce on the British Shoe Manufacturers, Ltd. : 
“It is announced that this organization of British boot 
and shoe manufacturers for co-operative exporting 
has already embarked actively on its promotion of 
foreign trade. It is said to have accepted orders for 
100,000 pairs of boots and shoes of various patterns, 
and is now prepared to undertake larger responsibilities. 
The corporation has opened offices in Tavistock 
Square, London. A recent suggestion from the 
Northampton Chamber of Commerce urges that 
co-operative efforts for the building up of markets 
abroad of British boots and shoes should now allocate 
a certain portion of the output of the British factories 
for these overseas markets with which substantial 
future business appears likely to be maintained.” 


Cc. R. BEACH DEAD 


Member of Wholesale Shoe Trade for Past 
Twenty Years 


Clark Robert Beach, who has been identified with 
the wholesale shoe business of Boston for the past 
20 years, conducting business as C. R. Beach & Co., 





My Largest Single Sale 


Dodge City, Kansas—Ripple’s Shoe 
Market, Fire Sale advertised in 17 differ- 
ent papers, one-quarter page each. First 
day of sale $2,510; second $3,362; one 
farmer bought 26 pairs of shoes for his 
family of eleven. Sale conducted by 
proprietor H. E. Ripple, two regular 
salesmen, two extras and a_ cashier. 
For six people I believe we hold the 
record for the largest number of shoes 
sold to one family at a time, as well 
as for the largest sale in any one or two 
days for a city of 5,000 population. 











110 Summer Street, died at his home, 274 Chestnut 
Street, West Newton, on Wednesday morning of 
this week at 3 o’clock. 

Mr. Beach had been ill for the past three years, but 
came to his place of business every day until last 
November, when he was obliged to relinquish active 
duties. 


Mr. Beach was oné of the best known men in the 
wholesale shoe fraternity and léaves a large number 
of friends in the trade to mourn his loss. He was 58 
years of age. A widow and daughter survive. The 
funeral took place from his late residence at two 
o'clock today. 
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Uniform Price List for Shoes in St. Louis Not Practical 
or Necessary 


How St. Louis Handles the Price-Fixing Program 


The St. Louis Fair Price Commission finds upon investigating the costs and selling prices of staple black 
serviceable shoes, on sale in the stores of 37 representative shoe retailers, located in all sections of the city, 
that a uniform price list is not practical, due to the fact that practically no two shoe stores carry the same 
shoes under the same branded names, by which it would be possible for customers to identify same upon 
the publication of a price list by this committee. 

The advertising of prices in the daily press by the larger retailer acts as a stabilizer of prices for all parts 
of the city and county, and competition between the stores for business keeps any retailer from asking an 


undue profit. The daily press is the best price list from which the public can form its judgment. 


Due to the fact that practically no two stores carry the same shoes under the same brands it is impos- 


sible for retailers to combine or agree upon a scale of prices. 

The committee further finds from the records submitted by the retailers, that shoes are being distrib- 
uted in St. Louis, at retail prices based upon their cost to the merchant, rather than their present replace- 
ment cost, and due to that fact, in many instances, shoes are being sold at retail for less than they can be 
bought today at wholesale or factory cost. 

The committee further finds there has been an increase of about 25 per cent in the cost of shoes pur- 
chased by retailers, for Spring delivery, over the prices paid for the same shoes now being distributed to the 
public for immediate wear. 

The committee rules that no merchant may charge a gross profit exceeding 30 per cent on low grade 
shoes, 33 to 35 per cent on medium grade shoes and 37% to 40 per cent on high grade and so-called novelty 


shoes, made up of delicate shades of leather. 


The Merchants to Base Sales on Average Costs 


The Committee also rules that where merchants are compelled to buy in or replace broken sizes, be- 
ing compelled to pay the present increased prices, they shall average the cost of what they have at the lower 
prices with those purchased at the higher prices, thereby reaching an average cost, and base their sale upon 
the average cost rather than upon the higher replacement cost. : 

The present prices of shoes are governed by the scarcity and consequent high prices of raw material in 
the form of hides (the August prices being the highest in history). 

Inadequacy of transportation due to war demoralization, which as yet has not been overcome. 

Increased costs of production to the tanner. 

Increased costs of production to the manufacturer. 

Decreased hours of production. 

All added together have produced the present scale of shoe prices, and the retail distributer must of 
necessity collect from the consumer all the charges accumulated in the various stages of production over 
which he has no control, plus his own costs of doing business, and a fair net profit. 


Tables of Values Upon Which This Statement Is Based 


$12.00 shoes cost $7.95 Gross profit 334% Replacement cost now $11.00 
10.00 shoes cost 6.81 Gross profit 31 9-10% Replacement cost now 9.25 
8.00 shoes cost 5.72 Gross profit 28144% Replacement cost now 7.50 
6.00 shoes cost 4.21 Gross profit 29 5-6% Replacement cost now 5.75 
5.00 shoes cost 3.52 Gross profit 29 3-5% Replacement cost now 4.25 
4.00 shoes cost 2.80 Gross profit 30% Replacement cost now 3.40 
3.00 shoes cost 2.16 . Gross profit 28% Replacement cost now 2.75 
2.00 shoes cost 1.43 Gross profit 28144% Replacement cost now 2.00 


Overhead cost of conducting shoe stores runs from 25 per cent to 33 per cent depending upon location 


and service rendered. A 
The committee considers the percentages allowed on the various grades of shoes both fair to the con- 
sumer and the retailer, and the public is requested to report to the Fair Price Committee any instance of 


profiteering, which will be promptly investigated. 
St. Louis Fair Price Committee 
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Price Fixing Committee in Every State 


Keep in Contact with Your Local Body and Be of Assistance---Merchants in 
Every State Should Be Interested in the Workings of Fair Price Committees 


HE amended Lever Act has been carefully 
fa gone over by N. S. R. A. Counsel and here- 
with is given the Counsel’s legal opinion, which 

is: 

“* Under the Lever Act the merchant has a perfect right 
to charge such prices for shoes as will net a reasonable 
profit thereon, and in reaching such a profit the retailer 
is entitled to include a fair charge for overhead expenses.” 

The above simply sets forth your rights as a mer- 
chant, which in no wise have been abrogated by any 
law so far passed by Congress. 

Headquarters is of the belief that the Department 
of Justice, which Department of the Federal Govern- 
ment will execute the new law, will welcome construc- 
tive assistance from the National Association and 
also from State and Local Shoe Retailers’ Associations 
in obtaining data and in working with the Fair Price 
Commissioners of every State and the Local Fair 
Price Committees, which either are now being formed 
or will be formed any day. 

Therefore our earnest advice to you is to get in 
touch with your State President and also your local 
Association officers, and through them co-operate in 
every practical way to help the fair price committees. 

The important thing first to be done by your State and 
local associations is by all means to obtain the ap- 


pointment by the State fair price commissioner of a 
retail shoe dealer on every committee in your State. 


The Committees in Operation 


The regulations will be carried through Fair Price 
Committees established in each State. A Fair Price 
Commissioner has been appointed by the Department 
of Justice in each State. This State Commissioner 
will select the members of the State Committee who 
will serve with him. This State Committee will in 
turn select the Chairman and other members of Fair 
Price Committees in such sub-divisions of the State 
as they may deem necessary for carrying on their 
work. 

The plan suggested by the Department of Justice 
for the make-up of these Fair Price Committees, both 
State and local, is that they shall consist of a rep- 
resentative of labor, a representative of some House- 
wives’ Organization, one or more representatives 
of the public, these public representatives to be pref- 
erably some professional man or a prominent dry 
goods man, a grocer, etc. These committees are 
being empowered to make investigations and to ar- 
rive at what shall constitute fair and reasonable 
prices which may be charged for the various com- 
modities. 


St. Louis Fair Price Committee 


Finds Retail Shoe Merchants Not Making Excessive Profits---A Practical 
Report Is to Se Given “Wide Publicity”’ 


by Government authority in every community 
which must be recognized and dealt with. 
Throughout the country there has been a hue and 
cry about the excessive profits taken by the shoe 
industry and especially the retail end of the business. 
The shoe men of St. Louis have demonstrated that 
the best way to deal with the price fixing committee 
is to come clean and lay the cards on the table face 
up without any attempt at bluff or camouflage. 
} The shoe industry in St. Louis is represented on the 
price fixing committee by C. D. P. Hamilton of the 
International Shoe Company representing the whole- 
sale and manufacturing interests and Charles E. 
Williams of the C. E. Williams Shoe Company, 
representing the retail interests. 


Pic fixing committees are institutions existing 


Arthur Stoehr, Chairman of the General Com- 
mittee asked for a report of retail shoe business. 


Submits Tabulated Figures 


Mr. Williams prepared and sent out a questionnaire 
to thirty-seven retail shoe merchants representing 
the various classes of stores scattered over the entire 
territory of St. Louis and St. Louis County. 

In that questionnaire he asked for the cost price, 
stock number and replacement value of men’s shoes 
and women’s shoes selling at $4, $5, $6, $8, $10, and 
$12. He asked also for the same information on boys’ 
and youths’ and misses’ and children’s shoes from $2 
up. 

(Continued on page 50) 
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Women’s Kiltie Golf Oxford, 


Brown Boarded Calf—Golf 
Spikes—Norman & _ Bennett, 
Boston 
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Men’s Sport Oxford of Imported 

White Buck, Black Russia, Open 

Instep Strap; Black Corrugated 

- Rubber Sole—Norman & Bennett, 
Boston 


Fly Casting in Southern California 


American Sport Footwear 


. Footwear for the Most Active People on the Globe---Specialties for 
Football, Baseball, Mountain Climbing, Hiking, Skiing, 
Skating, and Other Outdoor Activities 


. ¥ E mention football first because we believe 
\ \ that a majority of people would concede that 
it is America’s greatest game of the Fall 
season. Last Saturday the big Harvard-Yale football 
game bore witness of this assertion, when some 50,000 
people assembled to watch the two teams lined up 
for the exciting skirmish. And for this skirmish shoes 
were worn—a practical shoe was necessary for the 
game. A gradual application of a practical detail 
suggested by experiments until the refinement has 
produced a shoe which fulfils every reasonable 
expectation. 


Baseball Shoes Have Substantial Con- 


struction 


Baseball furnishes many a thrill, for instance, in a 
home run with the bases full—and again is the Ameri- 
can shoe called in for service. Who would think of 
playing a professional football game without a pair of 
professional football shoes? There are special shoes for 
catchers, for umpires, for professionals, for amateurs 
and for juniors. These shoes must be all substantially 
constructed. 


Shoes for Tramping, Golf and Gymnasium 


These are the days when brisk walks through the 
country are in order. Calf leather forms a good 
material for a tramping shoe or for street wear. These 
are made on the athletic style in dark or light tan 
shades. 

Sport shoes always make good sellers. White buck 
is a favorite leather. Those trimmed with black or 
brown Russia calf with the corrugated, plain rubber or 
fibre soles are very durable and effective. 

The ever popular golf shoe is in much demand, as 
golf is an almost year-around game. Many of these 
shoes come with spiked soles and heels and are made 
of brown boarded calf with perforations, making an 
attractive model. 

For mountain climbing, boots with oil chrome 
uppers, water resisting, are made with a double sole 
that give full protection to the feet under the most 
trying conditions. Mountain climbing boots are often 
made with ski nails. 

The gymnasium shoe made of canvas, buck and soft 
kid with rubber or fibre soles in men’s, women’s and 
children’s lines is made in attractive patterns. 
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- Women’s Walking and Mountain 
Climbing Boot—G. H. Bass & Co., 
Wilton, Maine. 
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Tramping Boot of Medium Dark 
Tan Calf—Wellesley Last — 
Thomas G. Plant Company 


Deer Hunting in the Adirondacks 


Suction soles are often introduced which guarantee a 
non-slip quality on the most slippery floor. American 
gymnasium footwear is made durable and comes in 
most attractive patterns. It is light weight and adds 
freedom and flexibility to the foot. 


Skiing, Skating and Snow Shoeing 

Winter sports will soon be here en force. During 
the last ten years, the older folks do not hesitate to 
join with the children in tobogganing, skating and 
snow shoeing. 

Ice hockey is also a healthful Winter recreation. 
Hockey is a fast and furious game, but the expert 
skater soon develops into a happy enthusiast. 

There are skating shoes for men, women and chil- 
dren made of black or tan calf or kangaroo or other 
strong yet pliable leather. 


Leather Stuffed with Oil and Grease for Ski 
Boots 
For ski boots, leather stuffed with oil and grease 
make this boot as waterproof as it is possible to make 
any leather. The sole for the ski boot should come 
with the proper degree of flexibility. A concave heel 
to keep the harness strap in place is also desirable. 


The Ski Moccasin Worn with Heavy Socks 

The ski moccasin is made to wear with heavy socks. 
The ski iron is attached to the shoe. This shoe is good 
in brown chrome in an eight-inch effect. 

The old-time moccasin is still a very acceptable 
kind of footwear for snow shoeing; a nine-inch brown 
chrome or yellow Indian tan or genuine elk forms an 


admirable shoe. Outdoor slippers are popular made 
in the old standard Indian tan pattern. 


Sport Footwear Has Definite Place in 
Shoe Store 


Sport footwear has a decided place in the retail shoe 
store. There are exceptional possibilities to a well- 
selected line of this shoe in its varied usages. 


Rules for the Care of Shoes and Moccasins 


To give full wearing value, shoes and moccasins 
must have proper care. The following rules are given 
by George H. Bass Shoe Company: 

Extreme heat will destroy the fibre of any leather 
and make it hard and brittle. Good leather is more 
often injured in being dried than in getting wet. 
Shoes can be burned on the feet as well as off, and 
sole leather can be burned as well as upper leather. 
Many people burn the life out of the soles of their 
shoes, and then wonder why they wear out so quickly. 
Calked shoes are particularly likely to be injured in 
this way, as the calks conduct the heat into the 
leather and burn it around the calk where it needs to 
be strongest. 

Fibres of leather move over each other constantly, 
and if allowed to become dry and brittle, chafe each 
other, wear out and break. 

All shoes and moccasins with chrome uppers should 
be kept well oiled in order to retain their water- 
turning powers, and to increase their durability. 

Shoes and moccasins with elk uppers, whether 
smoked or chocolate, may be cleaned by sponging 
with a lather of soap suds. 












TO PAY.” 
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EARN HOW TO TOUCH THE VITAL SPARK BACK 
OF TYPE AND INK AND PAPER—THE HUMAN 
VALUE OF YOUR MESSAGE TO THE PUBLIC. IT 
IS SIMPLE IF YOU KEEP TO SIMPLE EXPRESSIONS 
OF SERVICE AND OF MERCHANDISE, IN FACT THE 
HOMELY TRUTH OF “MY BUSINESS IS HERE BE- 
CAUSE I HAVE LEARNED WHAT YOU WANT AND 
HOW YOU WANT IT AND WHAT YOU CAN AFFORD 
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The Price 
You Pay 


And the Shoe You Get 








The measuring stick of shoe 
values is in daily use in this 
store and it is ever used with 
the thought of public service. 
Will it profit our customers to 
stick to accustomed grades— 
or will we have shoes made up 
“at-a-price.”” 


It isn’t easy to decide—first 
consideration often is PRICE 
and second thought UTILITY. 


We believe in UTILITY of 
Shoe Service by the year for 
every man, every woman for 
every wear. 


The price is next—not first to 
consider. 


The modern shoe is no simple 
article of manufacture—it takes 
some 200 pairs of hands and 137 
machines to give you ready-made 
shoes at a price one-half that of 
custom and the equal in service. 








First Steps 0’ Childhood 


Soft as silk in leath- 
ers of colored kid. 
Hand-fashioned 
Tiny sizes. 


Very light sole to 
steady the toddling 
litle dear—in 
brown, white and 
black. For feet on 
their first adventure 
in walking. 


€ 
\ 
f 


Stand-up Shoes 
steady and firm to 
keep the child on his 
or her feet. A little 
arch helps make the 
feet grow as nature 
would. 

Heavier uppers and 
heavier soles. 


No. 1053, 30c 








No. 1055, 30c 
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WINTER Glad News 
BROGUES for Girls! 


It is possible to get in De- 
cember, in this store, a full 
line of growing girls’ sizes and styles 
for school, sport and dress, too—not 
one pair over $10.00 in price. 





No. 1058 
30c 





Sizes to fit 11 to 5. 
Styles—right. 
Heels and Toes — 
with shapeliness 
aswell as that 
smart comfort to 
your feet. 










50c 
Swanking Shoes with tough 
tops —flexible—with sole a 
full half inch thick, punched and 
perforated. Norwegian Grains 


—Natural Soles—Rope Stitched pose 
—Oiled Welt. Delight 
To Wear With Heather ae 
Hose, at Pair 
$7.00 per pair Shoes — Hosiery — n’everything 


for the foot 






































Oxfords — Pumps — Colonials — Slippers — Sandals — Mules — Boudoirs — Comfys 





Make It Footwear 
for Christmas 


BARLY buying plus sales certificates is 
the best holiday plan. 


For Mary, a pair of slippers; for Molly, 
overgaiters; Jim wants a ‘“‘home again” 
pair of brogues, and Dad “value all 
through,” and Mother has always wanted 
a pair of smart button boots. 





Favorites of Santa Claus 
Selected by You 


Beads — Colors — Lasts — Heels — Repairs 

















M = seyosy — su0j3ng — soe] — Asa}sopy — say yong 


Dressing — Trees — Ties — Slipper Springs —Soft Soles — Boots — Overgaiters — Leggins 














BOOT AND SHOE RECORDER Nov. 29, 1919 


. dp -fee— = ——— = 
i mes ait ¥ 


= 2. 
2 a ee ek Ls al eee 





SE ee 
: i i i a ae eae 


VERY shoe man should tell the public time and time again “that 
E, shoes are subject to harder wear and more abuse than any other 
article of wearing apparel.” Imperfection in shoes may occur 4 

and when they develop make allowances with good grace—on repairing t 
ask a fair price—but advertise your complete service often, for repairing 
is profitable. 















e— 














A SHOE STORE to serve the entire public must 
stock a range of styles and widths unequalled 


in any other line of apparel. 





I’m Proud of These Boots 


anywhere within the margins of 
value and dollar-buying power of 
today. 


Each pair is fashioned by the best 
arts of a tremendous industry. It 


No. 1061, 30c 


FITTING THE FOOT— 
NOT THE EYE 
Please remember that the size 
mark in a shoe does not indicate 
uniformity of size or width, and 
you may observe a variance in 
the fittings; but should you 
insist on a fittin, “too short or 
too narrow,” such fact ought to 
be plainly stamped on the lin- 
ings, and you cannot in fairness 

claim any redress thereafter. 
Shoes worn out of doors or 
soiled on the bottoms are 
Valueless to the dealer, and 
cannot be exchanged for a new 
pair or full credit given, as they 
are unsalable Hence the 
necessity of exercising great care 
in selection and in fitting. 
Uppers will harden and crack 
from perspiration, and your 
shoe merchant cannot be held 
responsible for this fault. Ri 
oe ee ae 
repaired at small expense. 
occurrence is unavoidable. Ten 

should allow your dealer to 
epair same 

ood heels have leather 4 
lifts, and should never 
allowed to wear below pn 
leather. 





took many hands and many ma- 
chines to build these shoes and they 
are style and work “O. K.” 


I’m more proud also to tell you the 
price is the best value of the 
season, and of the market of six 
months ago, for from the day I 
bought to the day I received these 
goods represents daily rising mar- 
kets with this store holding to the 
price I paid plus a fair profit. 


You benefit—but it won’t be for long. 
Take my tip—Buy now—the 
future shows no lower tendency 
nor can merchandise be bought 


I have had your confidence for 
years—let me have your faith in 
my buying ability—I know whereof 
I speak. 


The price cannot lessen when the 
world is short on materials. Na- 
ture take as much as three years 
to raise leather whereas foodstuffs 
and cloth stuff grow in a season or 
two. 


To buy now is to assure yourself 
of both a future supply and a dollar 
saved. 


Blank Shoe Store 


(Your Name and Place Here) 
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Christmas 
Sales 
Certificates 
Sell 
More 
Shoes 





No. 1064—30c 


Illustration to 

“brighten up 
the corners”’ 
of your ads 





No. 1066—30c 














For the Family Complete 


AALOLSLOAe 





No. 1063—40c 


No. 1065—$1.00 


Push 
‘Gifts of 
Utility” 

Sold in 

Shoe 

Stores 


Ad Series No. 2—‘‘Shoes By the Year for Service’’ 


1004 





The Public and Its Many Shoes 


What to Expect and What Not to Expect 
in Footwear 


Purchase best grades of footwear. 
It is economy to obtain the best 
leathers and the best product of 
skilled workmanship. Such shoes 
will prove more comfortable and 
give better service. Save money, 
time and trouble by buying two or 
three pairs; then alternate in 
wearing, and your boots will hold 
their shape better, wear longer and 
be more satisfactory in every way. 


The Leathers to Wear 
Glazed Kid and fine Calfskin is 
most comfortable, and wears. 
Gun Metal or Mat Calf is heavier, 
but adapted for rough usage. 


Follow these principles in your 


Most kinds of Tan leathers are 
serviceable and popular. Take 
good care of your tan shoes—the 
attention given will prolong the 
wear. 


Patent Leathers are for dress 
wear. This leather is not guaran- 
teed against cracking or peeling. 


Pick the Right Footwear 


Heavy for rough wear, medium 
weight for the street, business or 
office. Ladies’ thin turns are for 
dress wear, and not intended for 
wet weather or constant outdoor 
use. 


shoe buying and you will get 


‘more service by the year’’ 


Blank Shoe Store 


(Your Name and Place) 












































Convention News 


HOSTS TO SHOE MERCHANTS 


Associated Shoe Company to Have Open House 
January 12-15 


The facilities of the Associated Shoe Company, Inc., 
headquarters are offered to the retail. shoe merchants 
of the country who plan to be in Boston during the 
big convention. Headquarters are at 110 Summer 
Street, John F. Travers is in charge and ready to be 
of all possible assistance to shoe merchants in telling 
them where to get lines on the best features in the 
Boston market. 

The Associated Shoe Company is composed of 85 
of the country’s leading shoe merchants organized for 
merchant betterment. Mr. Travers serves as buying 


representative and keeps in touch with conditions, | 


notifying the members of the association by frequent 
bulletins thereof. When the Associated Shoe Com- 
pany was organized, it took in one merchant from 
each big city or town in New England, but its growth 
has been such that it now covers New York and 
points as far west as Milwaukee. 


A SPECIAL CAR 


C. L. Brosius and A. R. Springer Boom Conven- 
tion 

Topeka, Kas.—Members of the Kansas Shoe 
Retailers’ Association have received individual letters 
requesting them to “sign up”’ for the trip to Boston 
in January to attend the 1920 National Shoe Retailers’ 
Association Convention. It is the hope of C. L. Bro- 
sius of Wichita, president, and A. R. Springer, of 
Topeka, secretary of the state association, to at least 
have one special car for the Sunflower state shoe men. 


SPECIAL RESERVATIONS 
In Charge of Frank P. Meyer of Danville, Ill. 


Chicago—An opportunity will be given the mer- 
chants and other members of the shoe trade of the 
Central West to attend the convention at Boston in a 
special train that will carry the delegation from 
Chicago and land them in Boston on the morning of 
the opening meeting. It is intended to get as many 
merchants as possible to gather in Chicago and while 
there to attend the Chicago National Shoe Exposition 
which will take place one week prior to the National 
Retailers’ Convention in Boston. From that event 
a solid train load of shoe men will be carried on to 
Boston. Frank P. Meyer, Danville, Ill., secretary 
the National Shoe Retailers’ Association, has com- 
plete charge of reservations for railroad accommoda- 
tions and all who are desirous of going to the National 
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Shoe Retailers’ Convention in Boston should get in 
touch with Mr. Meyer. 


CONVENTION NEWS 


Much Enthusiasm Manifested in Big Event— 
All Roads Lead to Boston, January 12-15 


Memphis, Tenn.—Although the 1920 Annual Con- 
vention of the N.S. R. A. in Boston is some weeks off, 
there is already much enthusiasm among retail shoe 
merchants here and in this territory over it. Already 
six of the local merchants have reserved hotel ac- 
commodations and have made all their plans to be 
on hand at what is regarded here as the most import- 
ant session the association ever had. It is expected 
that the local delegation will number a dozen or more, 
while interest among the Tri-state merchants is also 
indicative of a number of them joining the local 
crowd. 

R. E. Caradine, secretary of the Tri-State Shoe 
Retailers’ Association, says that he isin correspondence 
with a number of the members and several have 
already said that they expected to be present at the 
big gathering. 





ST. LOUIS FAIR PRICE COMMITTEE 
(Continued from page 43)- 


These prices were to be based upon plain black 
shoes, either calf or kid. 

When the reports were all in they were tabulated 
and averages made of the results. 

All this data was presented to the general price 
fixing committee who made the report herewith 
shown. 

The action of the St. Louis Committee has formed 
a precedent which might well be followed by the shoe 
industry in every section of the country where price 
fixing agitation exists. The same results which were 
obtained in St. Louis would no doubt be obtained in 
every other community of the country and no fair- 
minded committee of business men could do other 
than accept such a report and make it public. 





FALL HUNTING SEASON 


Has Opened in Louisville—Big Demand for Sport 
Shoes 


The Fall hunting season opened in Louisville on 
November 15, and brought out the best demand for 
leggings, hunting boots, heavy shoes, etc., that has 
been known in several years. The sporting goods 
houses such as the Roe-Brown Company, Sutcliffe 
Company, and Bourne & Bond Company, have been 
doing a rattling good business, and several of the 
straight retail shoe merchants have been getting a 
finger in the pie. 











Nov. 29, 1919 





BOOT AND SHOE RECORDER 


51 














Rochester Shoe Men for Service 


Retail Shoe Merchants Approve Extension Provisions of Lever 


War Time Food Control Act 


At the weekly meeting of the Rochester 
Retail Shoe Dealers’ Association, held 
November 21, at the Chamber of Commerce 
the extended provisions of the Lever War 
Time Food Control Act were heartily 
approved and the following resolution was 
prepared for publication. 

WHEREAS, The Rochester Retail Shoe 
Dealers’ Association believing that the 
object of Congress in amending the Lever 
War Time Food Control Act, by which its 
provisions were extended to cover the 
necessaries of living, including clothing and 
shoes, did so with a two-fold object: First, 
to protect the public against unjust exac- 
tions on the part of unscrupulous mer- 
chants, and, secondly, to protect the legit- 
imate shoe and clothing merchants from 
the disastrous effects which would follow 
should the several pernicious bills recently 
introduced into Congress become laws. 

RESOLVED, that this association regards 
itself as being in hearty accord with the 
Department of Justice in the execution of 
the said Lever Food Control Law and offers 
its services to the Government and to the 
Fair Price Commission of New York State 
that this regulation may be established and 
executed in New York State for the purpose 
of serving the interests of the public and of 
those dealers in boots and shoes, who 


with loyalty and patriotism are attempt-_ 


ing to serve their patrons with fairness and 
justice. 

RESOLVED, that this association further 
offers the fair Price Commissioner of New 
York State its co-operation in the selection 
of a commissioner representing the retail 
shoe dealers in Rochester and Monroe 


County to serve on the state and local fair 
price committees to represent the retail 
shoe interests. 

RESOLVED, that inasmuch as, so far as 
our knowledge extends, the’ retail shoe 
merchants of Rochester and vicinity who 
are members of this association are today 
selling their shoes at prices in many cases 
lower than the same shoes can be purchased 
by them at wholesale, which practice is 
seldom followed by merchants in other lines 
of business, absolves itself from the fre- 
quent and anonymous charge of profiteer- 
ing. Shoes are sold to the consumer on avery 
close margin of profit anditis the experience 
of our members that the average profit in 
the retailing of shoes, based on the ex- 
perience of both large and small dealers, 
is from 4 to 7 per cent. 

The Fair Price Committee and the public 
should clearly understand. that before 
the shoe merchant takes a profit he must 
add to the purchase price of the shoe the 
overhead cost of selling the shoe to the con- 
sumer, which includes such items as rent, 
salaries, advertising, interest, taxes, al- 
lowances, deliveries, repairs, freight and 
express, heat and light, insurance, bad 
debts, traveling expenses and other miscel- 
laneous expenses, which today average 
about 33 per cent. According to the most 
recent figures compiled by the Harvard 
Bureau of Business Research, the average 
in profits of retailing shoes of all kinds is 
7 per cent, which profit is not exorbitant 
and in no way substantiates the frequent 
charge of profiteering. For these reasons 
we welcome this added opportunity to 
serve our patrons and our Government. 
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Real Shoe Service Emphasized in 
Every Bit of This Publicity by 
the Store---A Policy of “‘Fit- 
ting All Feet Correctly”’ 





Concrete Illustrations Given of Methods Employed 
by Retail Shoe Merchants in Various Cities of 
the Country for Foot Comfort Promotion 





WELL known retail shoe man of Rochester, 

N. Y., William Pidgeon, Jr., President of the 

Rochester Retail Shoe Dealers’ Association, 
published an ad recently that contained so much 
sound common sense that it could, be used to advan- 
tage by retail shoe merchants in every part of the 
country: 

“A strong arm, a shoe horn, talcum powder, and 
patience may get a large foot into a small shoe, but there 
is no room for foot comfort. 

“Improperly fitted shoes make the feet burn in hot 
weather and freeze in cold weather. 

“If you want shoes that are stylish and comfortable 
from the moment you put them on, go to 


“PIDGEON, JR.” 


Why is it that so little attention is paid to shoe ser- 
vice? Many shoe salesmen, especially in the smaller 
towns, los2 all interest after they have shown several 
pairs, dub the customer a crank, and endeavor to 
rush. the sale through by declaring that each shoe that 
is tried on “fits perfectly’’ and is “just your size.” 
The customer knows better, but generally gets ner- 
vous under the strain, takes a pair, and escapes. But 
do you think that man or woman is going to evince 
any particular hurry in coming to that store for an- 
other pair of shoes? It is such short-sighted policy 
as this that prevents many salesmen from advance- 
ment. If more retail shoe merchants would advertise 
as does Mr. Pidgeon. and see to it that their salesmen 
gave real service and actually ‘“‘fitted’’ a customer 
with shoes, there would be less complaint about there 
being no money in the shoe business. 


Timely Ad of Wanamakers on Foot Comfort 


Here is the way Wanamakers, of Philadelphia, the 
big store whichhas made so many friends on account of 
the service it renders, commented in one of their ad- 


vertisements on a local foot education movement for 
women: 

“The Y.W.C.A. has recently started a campaign to 
educate young women in the matter of correct shoes— 
shoes that give the most comfort. 

“‘What more practical information could be given to 
young women? 

“Every day middle-aged and old women come to our 
‘Foot Comfort’ section with foot troubles, and aches and 
pains that could have been avoided had some one advised 
these folks of the kind of shoes to wear early in life. 

“We are glad to know that the Y.W.C.A. has chosen 
the Cantilever shoe as one of those approved for sensi- 
bility. 

“Our shoe department carries a good assortment of the 
Cantilever shoes and will be glad to show them to you the 
first time you are down town.” 


You will note how quick they were to take advan- 


‘tage of the Y.W.C.A. publicity given a certain line, 


and to tie it up with their own service. This taking 
advantage of local events is something all merchants 
should be quick to sieze upon, for upon the timeliness 
of such advertising depends a wide difference in the 
amount of sales. 


Catchy Window Display of Foot Comfort Devices 
Advantageous 


Many shoe merchants have demonstrations of foot 
comfort devices at regular intervals, with a d2mon- 
strdtor sent from the factory to answer all questions 
and give advice regarding the correcting of defects 
in the feet due to improperly fitted shoes. Other 
stores have one of their own salesmen trained along 
this line. The latter is the better of the two, as it 
insures a practical pedicurist in the department or 
store at all times. In order to get the best results 
from such a salesman his ability in this line must be 
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given publicity as one of the regular services of the 
store. The quickest way to get this fact before the 
public is by means of a catchy window display, as a 
display of appliances appeals to hundreds who do 
not as a rule make a practice of reading the ads very 
closely. 


Bad Effects of Ill Fitting Illustrated by Pittsburg 
Store 


McGuinis of Pittsburgh, Pa., was one who adver- 
tised his foot comfort service in a very striking. man- 
ner. In the background was a large mirror in gilded 
frame, on either side of which hung curtains of old 
gold, with a deep border of blue velvet, looped back 
to show the mirror. Three very tall glass vases held 
clusters of feathery chrysanthemums and on a velvet 
draped stand was a two-foot plaster cast of a human 
foot. 

In front was an excellent quality of shoe, much 
run over, and a card advised: “This shoe bears the 
label of one of the foremost manufacturers in the 
country. Note the condition after only two months’ 


. wear, due to ill fitting.” In the foreground was also 


shown a pair each of men’s and women’s arch support 
shoes, a plaster of paris foot supported by an arch 
brace, and a half dozen metal arch supports. 

A framed card on the wall announced that the store 
maintained at all times a practical pedicurist, to whom 
all having foot troubles should apply. Naturally, in 
their shop they carried a full line of foot easers—a 
nationally advertised line, in order to get the value of 
the wide advertising carried by the manufacturer— 
and likewise made a specialty of foot comfort shoes for 
men, women and children. Not satisfied with that, 
all of their salesmen were trained in fitting, and no 
matter what the type of shoe selected, care was taken 
that it fitted the foot before it was sold. 


Salesmen Should Understand Characteristics of 
Normal Feet 


No salesman, however, can properly fit a shoe unless 
he understands something of the characteristics of 
normal feet. How many salesmen are aware that 
there are three distinct types of feet—inflare, where 
more of the surface across the ball is inside a line 
drawn straight down the foot from the center of the 
heel; straight, where the surface across the ball is 
equal on both sides of such a line; and outflare, where 
more of the surface across the ball is outside of the 
line. 

Incidentally, how many patrons who come to 
be fitted for shoes are aware of this physiological fact? 
It was with the idea of acquainting the general public 
that a large shoe firm in Philadelphia recently showed 
cuts of the three classes of feet, and beside each a shoe 
made on a last to fit that particular type. The ad, 
which was a quarter page, was captioned: 
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A MAN HAS THREE FEET! 
Which One Is Yours? 


Normal feet are of three different shapes—inflare, 
straight and outflare. A shoe to properly fit all feet 
cannot be made on any one shape last. We carry all 
three styles, and are thus assured of correctly fitting any 
fooi. 

Here was definite service offered, and anyone who 
read the above ad would be impressed with the lime 
and thought the merchant had given toward solving 
the shoe-fitting problem, and would feel confidence in 
entering a place where so much was known, not only 
of shoes, but of feet. 


The Smart Shoe and Its Fitting Considered 


A shoe to be attractive to a woman, however, must 
be not only comfortable, but smart, and the shoeman 
in catering to the harmless vanity of the fair sex will 
do well not to urge too strongly the sensible shoe that 
they should wear, but will spend more time in fitting 
carefully the extreme types which they will wear. 
Now that the Winter season is well advanced, there is 
a strong demand for pumps and slippers for dinners, 
dances and social occasions of all kinds, and the mer- 
chant who shows the smartest and most up-to-the- 
minute modes is going to be the one who will reap the 
volume of fashionable trade. The shoe should be de- 
scribed and priced in the local newspaper, with the 
suggestion that the reader see the shoes actually dis- 
played in the windows. Ee 


A Model Winter Trim of Pumps and Hosiery 
Described 


One of the best of Winter trims of smart pumps and 
hosiery was that recently shown by Oppenheim, 
Collins & Co., Buffalo, N. Y. This is the age of the 
mature woman, of the matron whose hair is slightly 
tinged with grey, or even has acquired the halo of 
whiteness. The firm took this into consideration 
when they made the focusing point of their display a 
white-haired, clear-faced matron, in gown of black 
velvet and clouds of tulle, wearing a pair of black 
satin pumps with rhinestone buckles. She stood out 
distinctly against curtains of gold brocade and a floor 
covered with gold-hued velvet. On mounds covered 
with velvet were shown slippers of black and white 
satin, silken hose of these two colors, and buckles of 
silver set with flashing jewels. Shoe stands at either 
side held specimens ‘of the newest modes in walking 
shoes in gray, champagne and tan, and pumps of the 
same colors, with spats of ‘same or contrasting 
shades. 

The whole presented a picture of such smart- 
ness and distinctiveness that it increased the sale 
not only of pumps but all lines of women’s foot- 
wear. 
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Cammeyer’s Payment Plan 


Salary Adjustment or Paying the Worker What He Really 
Earns 


7 IRST of all,” said Dr. A. J. Hart, head of the 
KF Cammeyer organization, in discussing the 
new plan of payment now in vogue in his 
company’s retail stores, “this is not a bonus system. 
The word ‘bonus’ implies a certain amount of patron- 
age—a giving of something for nothing. We did not 
inaugurate this plan in a patronizing spirit. The 
workers are not allowed to feel that the firm is giving 
them something for which it expects thanks. It 
is a straightforward system of paying the worker 
what he really earns. We call it a ‘salary adjust- 
ment.’ ” 

Dr. Hart believes that the plan is working out suc- 
cessfully in his stores, first, because it can be applied 
only where the stores are well organized and have a 
large enough volume of business to operate on a rela- 
tively small profit, and secondly, because the plan is 
absolutely on the level with the salespeople and other 
workers in the store. “I can’t make the second point 
too strong,” he said. “1 know it is hard to get into 
the frame of mind where you are paying many of your 
salesmen more than $100 a week, when your competi- 
tors are not, but this plan means that very thing. 
But, there is this about it. Once you realize that the 
salesman is earning all he is getting and that the more 
he earns for himself the more he earns for you, the rest 
is easy. : 

Quarterly—on Gross Sales 

“Briefly, the Cammeyer salary adjustment consists of 
an extra payment to employes quarterly, based on a 
percentage of gross sales. All selling help is paid a 
definite wage each week. This wage was figured out 
as the lowest possible decent living wage. For senior 
male selling help it is $35 a week; for junior male 
selling help, $30 a week; for senior female selling help, 
$20 a week, and for junior female selling help, $17 a 
week. 

At the end of each quarter of the year, each 
salesperson’s gross sales are computed for the previous 
quarter and he or she receives a check for 6 per cent 
of this amount. 

““New salespeople are employed on a weekly wage 
basis at whatever they themselves agree to work for. 
After a month in the Cammeyer service, they are 
automatically raised to the minimum level paid in 
their respective classes, if they measure up to the 
standard. c 

**An accurate record is kept of each person’s 
sales and when any salesperson is costing the 
firm more than 5 per cent, he or she is warned. 


If the cost of a particular salesperson goes above 
6 per cent, there is a vacancy on the staff. 


Highest Market Value for Office Help 


“The non-selling help is paid on a basis of the highest 
market value for services. Stenographers, for in- 
stance, are given the maximum salary prevailing in the 
city for the class of work they do. In each non-selling 
department there is a “head’’ or “‘leader’’—one who 
by exceptional work and leadership stands out above 
the others. Such “heads” are given 10 per cent cf 
their salary every quarter asa “salary adjustment.” 
Next in line come “sub-heads,”’ who, as their names 
indicate, are next to the heads and fill their positions 
when the latter are absent. The sub-heads receive a 
quarterly adjustment of 5 per cent of their salaries. 

“In addition to this every one receives an additional 
adjustment of 1% per cent of their salary for each 
year they have spent in the Cammeyer service. 


Actual Selling Cost 8 Per Cent 


“We figure that the actual selling of our shoes 
costs us around 8 per cent of the total sales,”’ said Dr. 
Hart, “so we merely give the salesman 6 per cent of it. 
We constantly tell them how they can get more of this 
8 per cent. We put in the system some time ago and 
did not tell the people the basis on which they were 
being paid. They knew they were getting more 
money, but they didn’t know how or why they were 
getting it. A few weeks ago we told them that it was 
figured on a gross sales basis. Immediately our 
records began to show an alarming increase in returns. 

“Shoes weren’t staying sold as they should. The 
salespeople were rushing for gross sales. I gave the 
salesforce a little talk in which I told them that I had 
a list of the returns charged to each one of them. I 
advised them to stop sending shoes on ‘joy-rides’ to 
customers’ homes and back to the store. I advised 
them to eliminate as many of the C. O. D.s..as possible, 
and to fit every pair of shoes so that they would not 
come back. I pointed out that all this extra expense 
made their earnings less. They saw the point and the 
great number of returns began to decline.” 





A Change in Name 
The Atlas Shoe Company of 26 Church Street, New 
Haven, Conn., will hereafter be known as the Globe 
Shoe Company, J. N. Bogoff and S. Gamer, pro- 
prietors. 
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Chicago—-A Men’s Shoe Market 


A Feature of Service of the Great National Shoe Market 


By L. T. KUNTSMAN 


Chicago is actually a men’s shoe market today, 

allow me to go back a few years and compare the 
conditions at that time in the wholesale shoe business 
with those of the present. I do this also for the pur- 
pose of showing the transition that has occurred in 
merchandising not alone in the shoe business, but also 
in many other mercantile lines, as well as in the whole- 
sale shoe trade. 

Years ago Chicago’s shoe trade was represented by 
several wholesalers and the retailer could secure his 
requirements almost entirely within the walls of any 
one of these houses. As time progressed, it became 
apparent to some of the old line wholesalers to discard 
or drop what they considered non-producing mer- 
chandise on account of the demands by the public 
for an abundance of new styles, particularly in ladies’ 
shoes. This had a tendency to shorten the amount of 
their stock, thereby reducing their investment but not 
affecting their profits, as they were able to obtain a 
better price for this so-called novelty footwear. 


[ order to demonstrate more clearly the fact that 


Specialized Wholesaling 


A continuance of this demand brought a further 
curtailment on the part of these wholesalers to a 
restriction of either carrying men’s or women’s shoes 
exclusively. As an outgrowth of this demand, we 
find the establishment of various wholesalers carrying 
only women’s or men’s shoes. 

This now brings us to the subject under discussion. 
The exclusive dealers in men’s footwear realized 
that the transformation in the wholesale shoe business 
had brought about a period of specialization; that is 
to say, they learned that by concentrating all of their 
efforts in one direction they were able to produce a 
better article for less money than they could under the 
old method of shoe merchandizing. In looking about 
we find that the general trend not only in mercantile 
pursuits, but also in a professional way, is toward 
specializing or becoming expert in some one certain 
thing. 

What Our Market Offers 

By the seme natural rule that concentration of 
effort tends to the highest development of that effort, 
the: men’s shoe manufacturers and wholesalers have 
placed all of their strength toward the building of 
certain characteristic shoes in various grades. It 
is interesting to know that in Chicago we have exclu- 
sive men’s shoe houses, each one of which carries 
shoes of only a certain grade. The merchant visiting 


+ as 


this market will find his needs amply provided for, 
as he has an extremely wide range of selection in each 
of these particular grades. This fact gives ample 
opportunity for Chicago to welcome the retailer, 
irrespective of whether he caters to the medium or 
higher-priced footwear. 

In conclusion, let me again repeat that the exclu- 
sive men’s shoe business in Chicago is the outgrowth 
of a natural tendency existing particularly in the 
mercantile business tending toward a specialization 
in one certain thing. In other words, every business 
of this kind represents the most intense thought and 
the best workmanship that such concentration can 
bring. In addition to this, the-fact that Chicago has 
so many dealers in men’s footwear makes it without 
question doubly strong as a market for this com- 
modity. 

At the Chicago National Shoe Exposition, the 
Chicago in-stock shoe houses join hands with the 
Chicago manufacturers of men’s shoes and the 
shoe travelers to assist the visiting merchants in 
balancing up their purchases of men’s shoes for Spring 
and Fall seasons. 





A Cost Questionnaire 


Government Price-Fixing Committee and Retail 
Shoe Merchants Making Survey 


St. Louis—For the shoe section of the price-fixing 
committee of the Government at St. Louis, Charles E. 
Williams, ofthe Williams Shoe Company and secretary 
of the local association of retail shoe merchants, has 
sent out to practically all of the retail shoe merchants 
of the city a questionnaire relating to cost, etc., of 
shoes graded to sell at $8, $10 and $12 per pair, with a 
view to determining whether any action can be 
effectively taken in the way of price regulation on 
shoes. The inquiry includes requests for information 
as to costs, both of merchandise and of doing business, 
gross mark-up, etc. The replies have begun to come 
in, but are not yet sufficiently complete to enable the 
committee to take the matter up for action. 

At the recent meeting of the local association of 
retail shoe merchants those present were asked to 
state their percentage of mark-up and the replies 
ranged from 27 per cent to 40 per cent, with the 
greater portion ranging around 35 per cent. Some 
doubt was expressed as to whether the low man was 
really covering himself or was charging in all his costs. 
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The Newest 


~ NUBUCK 


(Reg. U. S. Pat. Off.) 


IT IS NAMED DARK BEAVER 
COLOR NO. 23 


It senses the style trend and is a faithful matching of 
today’s color tendencies —a fact which the dealer who 
appreciates the value of having exactly what the discrimi- 
nating trade wants, quickly translates into sales and profits. 


NUBUCK BRAND insures the intrinsic value of leather 
as leather. The high reputation of NUBUCK—the 


dominating suede side on the market—is readily sustained 
and enhanced by experience. 


A. C. Lawrence Leather Co. 
161 South Street - Boston, Mass. 


Nov. 29, 1919 


NEW YORK CHICAGO ST. LOUIS CINCINNATI ROCHESTER GLOVERSVILLE 
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Alleged “Army Supply Store’’ 


Buffalo Retail Merchants’ Association Cause 
Proprietor’s Arrest for Running Misleading . 
Advertisement 


Men’s shoes are included in the stock of an “army 
supply store,” opened in Buffalo recently. Acting oa 
the advice of the Buffalo Retail Merchants’ Associa- 
tion, the local police have arrested the proprietor of 
the store. He has been doing a heavy trade. 

The defendant was preparing to open the store 
recently. More than 100 men, women and children 
were crowded outside, when R. T. Fiske, secretary of 
the Retail Merchants’ Association, Detective Ser- 
geant John J. Whalen, and a lawyer, pushed their way 
through the crowd. Whalen served the warrant and 
took the store proprietor to police headquarters. 

The defendant was arraigned on a charge of running 
a misleading advertisement in which he offered for 
sale merchandise alleged to be army goods, etc. His 
request for a jury trial was granted. 

Mr. Fiske said that the “army goods” man could be 
attacked on violation of the transient merchants’ 
ordinance. 

“The transient merchants’ ordinance,” explained 
Mr. Fiske, “was passed by the council in June, 1918. 
It makes it necessary for every merchant to procure 
a license where he holds a lease of less than four 
months. Such merchants must pay a tax on their 
sales into the city treasury. The tax rate is the same 
as on real estate, $26 on every $1,000. We have been 
advised that this merchant did not procure such a 
license.” 

In the store there are penciled signs denoting 
whether the goods offered for sale were taken from 
army store or whether they are commercial articles. 
One large department is labeled “army and com- 
mercial stocks.’ It was indicated that the local mer- 
chants have plans to force the closing of the store, if 
possible, or at least to force the owner to make less 
general use of the words “army sale.” 





New Offices Opened 


Lunn & Sweet Shoe Company, Auburn, Cele- 
brates Event 


The fifth floor of the office wing of the Lunn & 
Sweet Shoe Company, Auburn, was formally dedi- 
cated on the evening of November 12, when 500 em- 
ployes and friends celebrated with an elaborate 
dancing party, all the expenses of which were borne 
by the company. Tickets for the occasion were 
issued, and the entire proceeds from same were 
donated to the Employes’ Relief Association. 

The offices were formerly located on the first floor, 
but are being removed to the fifth on account of the 
mammoth cafateria which is to be installed on the 
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first floor. The event was a fitting commemoration 
of the firm’s rapidly growing business. 

Among the officers and executives and their wives 
who were present were: A. J. Sweet, president; W. R. 
Holmes and wife, W. T. Moran, Ernest Strauss and 
wife, D. K. Finley and wife, A. H. McLeod and wife, 
E. W. Morphy and wife, F. M. Barbour and wife, 
Philip Crowell and wife, C. H. Greeley and wife, 
James T. Crossman and wife, H. L. Loring and wife, 
J. D. Tonkin and wife, Mr. Alger and wife, and A. G. 
Davis and wife. 





Death of J. Wesley Cox 
Of Cox Brothers Shoe Co., Long Beach, California 


J. Wesley Cox, a member of Cox Brothers Shoe 
Company, Long Beach, California, died recently at 
his home at Long Beach. Heart trouble and compli- 























J. WESLEY COX 


cations were the causes of his death. Until three years 
ago, Mr. Cox had been connected with a large estab- 
lishment in Tucson, Arizona. He came here and was 
associated with the Wulff Shoe Company for a few 
months. 

About the first of this year his brother and he 
purchased the Gardner Shoe Company. A few months 
ago his health began to fail. 

He is survived by his wife and two children, his 
father and mother, Mr. and Mrs. J. Elmer Cox, also 
his brothers, W. Edwin Cox, manager of the Cox Shoe 
Company; Elmer Cox, a High School student, and a 
sister, Miss Essie Mae Cox. 

The business will be conducted under the title of 
the Cox Brothers Shoe Company. 
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“Glove Grip” shoes have meri- 
torious and exclusive features 
that appeal strongly to particu- 
lar men and women. 


Dealers have a long line and strong 
line in “Glove Grip” ‘shoes. 

It is “Glove Grip” style that starts 
sales, “Glove Grip” fit that closes 
sales, and “Glove Grip” quality that 
repeats sales. - 

Business that stays and pays is easily 
obtained selling “Glove Grip” ” shoes. . 


IN STOCK AND 
_MADE TO ORDER 
Model 474 Speed Toe Model 807 Vassar Toe 


"== M_N, ARNOLD SHOE.CO. 


IN STOCK 
 Gedhteae NORTH ABINGTON, MASS. 


EN STOCK 
Sizes: AAA, 5009; AA, 4009; A, 3008, 
Band C, 21-20 6. 


Price of 474 is $10.60 Price of 807 is $11.60 
Immediate Shipments Immediate Shipments 


Space No. 142, N. S. R. A. Convention, Boston, January 20-58-3626; 1920 
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LUNN & SWEET COMPANY 


SHOE MANUFACTURERS 
AUBURN, MAINE 





An Announcement 


On and after December Ist, 1919, Lunn & 
Sweet Company will own, manage and operate 
the business of the Lunn & Sweet Shoe Company, 
of Auburn, Maine. 

The slight change in name is the result of a 
reorganization which was conceived and con- 
summated for the purpose of affording oppor- 
tunity to tried Executives and Department Heads 
to become stockholders in the Company. 

The management and policies of the organiza- 
tion remain unchanged and the Lunn & Sweet 
Company will continue to manufacture the 
nationally known shoes of the Sweet Sally Lunn 
and Ye Olde Tyme Comfort lines. 


A. J. SWEET, President 

W. R. HOLMES, Vice President 
W..T. MORAN, Vice President 
ERNEST STRAUSS, Secretary 
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THE RETAILER 
KNOWS 


That Union Stamp shoes meet the demand of all the 
people all the time. 


That Union Stamp shoes are the only shoes acceptable 
for the Union man and his family. 


That Union Stamp shoes are made in all grades for 
every member of the family. 





That. Union Stamp shoes are nationally advertised in 
the labor journals of this country, creating a tremen- 
dous market for their sale. 





That Union Stamp shoes bear the one and only iden- 
tifying mark—the official stamp of the Boot and Shoe 
Workers’ Union. 





Boot and Shoe Workers’ 


Union 


Affiliated with the American Federation of Labor 
246 SUMMER STREET - - BOSTON, MASS. 


COLLIS LOVELY, Gen. President 
CHAS. L. BAINE, Gen. Sec.-Treas. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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** Every Shoe a Business Builder ”’ 


Shoes That Bring Discriminating Women 
to Your Store | 


Hopkins & Ellis’ Turn Shoes of Quality present such a satisfactory combination 
of style, workmanship and value that they are winning instant approval of re- 
tailers who cater to women of the better class who demand not‘only style but real 
wearing qualities. They are made from carefully selected leathers on the very 
newest lasts, by men who have earned reputations as master shoemakers 





To be sure that your Spring stocks contain a few numbers 
from this popular line, invite us to show you our samples. 


HOPKINS * & ELLIS 


Makers of . Quality Turns 
HAVERHILL MASS. 


108 LINCOLN STREET 
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FIRST 











NATIONAL BANK OF BOSTON 














First National Service 


Is service of the highest possible character. It 
covers every department: of banking and many 
collateral lines, and is constantly at the disposal of 
all those who do business with this institution. 
Deposits $179,000,000 
Resources, over . ; $260,000,000 


Branch at Buenos Aires, Argentina 








he past is in our favor 


‘Good Shoes” is the thought that came 
to the minds of our customers when we 
announced our plan to manufacture ladies’ 
high grade footwear. 


Sicony 









The enthusiastic acceptance by our old 
and new customers of this distinctive line 
of bench made, turn shoes, indicates that 
we mean to maintain the goodwill our 
house has enjoyed in the past. 





The shoes illustrated are carried in stock 
subject to previous sale. 


eR. Write Us For Catalog 
K. M. STONE IMPORTING COMPANY 


| 12-14-16 East 22nd Street 


New York 
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Nath’! Adams 
Martin J. Bolger 
\ Jas. C Hall 

¢ 







Frank B. Newhall 
Frank Reese 

W. A. Seavey 
Frank J. Slagle 





Lucky Because They Are Selling 
A “Sure Thing’ —LA FRANCE 


(THE public are buying trade marked merchandise in greater volume 
than ever because they realize that a maker who trade marks his 


product thereby goes on record for dependable merchandise. 
He cannot afford to give anything but corresponding value. 


LA FRANCE dealers and wearers have for years recognized the trade 


mark as—“‘the warrant of value that makes you sure.” 


WILLIAMS CLARK & CO. 





“the warrant of value 
that makes you sure” 
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You will know more 
about A.F.B. Women’s 
stylish flexible’ boots and 
low cuts after putting 
them to the test than we - 
could tell you in years. 


A tnial order will reveal 
to you why our faith in 
them is based upon their 
performance. 


ALLEN, FOSTER, 
BRIDGEO COMPANY 


Lynn, Mass. 


Boston Office - ~*° 207 Essex St. 
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PATENT 


aAraInoun 


SIDE LEATHER 














PARAMOUNT PATENT LEATHER 


For Twenty-Five Years 
The Superlative Patent Leather 























PARAMOUNT SIDE LEATHER 


In Black and Colors 
Smooth - Boarded - Buck ! 








Thayer-Foss Company 


Boston, Mass. 
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GLA ZED-MAT: COLORED 


[F HECO KID is used in your shoes, Mr. Merchant, 


they will have that luxury appearance and pleas- 
ingly soft texture which will make all the difference in 
your customers’ estimation of your merchandise. 





TANNERIES SALESROOMS 
BETHEL, CONN. ki NEW YORK 


F. HECHT & COMPANY «srce st. New York City 
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LLELAL 


REG US PAT OFF 





PARITY aren’t there makers 
Sage) of unbranded motor cars 
=“ which dealers can sell 
under their own name? 


Manifestly because of general 
public preference for merchan- 
dise with the authority of the 
maker behind it. | 


Precisely the same advantage 
goes with the agency for 


QUEEN QUALITY SHOES 





THOMAS G. PLANT CO. 


BOSTON, 
MASS. 





Branches: New York and Chicago 
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REG. U.S. PAT. OFF 


eminole Calf 


(Chrome Russia) 


in conservative shades 


A Light Tan, No. 33 
A Dark Tan or Brown, No. 35 


While this leather has a uniform color, tight break and 
rich shade, we call your special attention to the 


“Rubbery, Mellow Feel” 


which is a necessity in good shoemaking. Shoe manufac- 
turers having had trouble with bony leather are enthusiastic 
over this feature, which is conclusive evidence that same 
merits your consideration. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


— BRANCHES — 
Milwaukee 




















T S any other shoe bottom as well fitted for 
service as the comfortable, waterproof, 
long wearing, guaranteed Nedlin Sole? 


YUARANTEED Nedlin Soles 

have the endorsement of 

shoe manufacturers, shoe retailers 
and shoe buyers. 


This endorsement has been won by 
the unmatched value that guaran- 
teed NeGdlin Soles represent and the 
unduplicated service that guaran- 
teed Nedlin Soles give. 


Guaranteed Nedlin Soles, above all 
else, are exceptionally tough. Cor- 
rectly applied, they afford the buyer 
the long wear that he pays for and 
expects to receive. 

Their quality is uniform. On $5 
shoes, on $10 shoes, or on $15 shoes, 
guaranteed Nedlin Soles are the 
same. 


Guaranteed NeGlin Soles,moreover, 
are comfortable. New shoes, 
Ne3dlin-soled, require no painful 
breaking in. They feel good on 
the tenderest feet. 


And guaranteed Nedlin Soles are 
waterproof. In winter,and in wet 
weather, they keep out the damp 
underneath and safeguard the 
health of their wearers. 


All of these qualities, which have 
made Nedlin Soles preferable to 
any other soles, and the guarantee 
under which shoes, so bottomed, 
are sold are an absolute assur- 
ance of shoe satisfaction and un- 
failing service in these days of 
costly and variable leathers. 


THE GOODYEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 


If you are not thoroughly familiar with the new @irect guar- 
antee on Nedlin Soles, write to us at Akron for our booklet— 
~ “‘Nedlin Sole Guarantee and How It Operates.’’ 


Goodyear Wingfoot Heels are the walking mates of guar- 


anteed NeGlin Soles. 


all other heels, rubber or leather. 


They also are guaranteed—to outlast 


And they’ re so dependable 


that only one pair in 352,000 is returned for adjustment. 


| Neolin Soles 
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NAVY REJECTS 


IF INTERESTED DROP US A LINE 





We have about 25 Cases of Navy Rejects 
—regular cases only—sizes 5 to 11, as 
are. C,D, E, F widths. Every size in 
each case, but cannot guarantee every 


width. 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 


Don’t forget the date of the N.S. R. A. Convention in Boston, Jan. 12, 13, 14,15. We will be there 














HEN our salesman 
shows you the 
SMITH-BRIS- 

COE line for Spring he won’t 
have to point out the char- 
acter and smartness of the 


samples. 
Take it from us that the 


W] shoes. are just as good as 
they look all the way through. 


When may we have the pleas- 
ure of showing the line in your 
store? 


SMITH-BRISCOE SHOE CO. Inc. 


Makers of Good Shoes for Men? 
LYNCHBURG, - «- - 
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Pennine ine minenm eet 


WHITE CASKO 


OU can ask for no better example of 
shoe cloth excellence than our No. 31 


White Casko. 


Before placing your White shoe orders in 
anticipation of the coming big white season 





Bee eM Menem mien mins niin 


It is the smoothest, strongest, finest and ‘“‘whitest’”’ white 
cloth ever produced. 


Every kind of cloth used for the out- 
side of a shoe is in the Casko Line. 





All Staple Colors or to Match Any 
Leather. 











CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and. Arch Streets 
PHILADELPHIA, U. S. A. 





New York Chicago _ Boston St. Louis 
A. J. HAAS J. K. REYNOLDS Co. A. W. BLISS a. C. KORNDOERFER & CO. 


le yen Street 221 W. Lake St. 106 Beach Street Leather Trades Building 


Rochester H. J. FRALEY Cincinnati 
GEORGE G. SMITH Pennsylvania W. A. BENNETT, JR. 
4 Church Street Representative 1015 Second National Bank Bidg. 














: 
: 
: 
: 
: 
—see a sample of White Casko. 
: 
: 
: 
: 
: 
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Latin ‘I Conquer” 





ECAUSE he tried and failed, and tried 
and failed, and finally dzscovered the 
way to make better kid leather, Robert H. 
Foerderer signalized his victory by naming 
his product ‘‘ VICI,’” meaning“ I conquer.” 


There is but one “VICI Kid—there 


never has been any other. 


You are not getting ‘‘VICI’’ Kid in 
your shoes unless the leather was made by 


Robert H. Foerderer, Inc., Philadelphia. 














Robert H. F oerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia 2 tt it Pennsylvania 
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Knocks H out of H. C. L. 


a pervs KID is a real thrift leather—prove it by 
ordering a dozen pairs of smart style shoes made 
of NOVILLA. 

You can sell them at a lower price than real kid shoes, 
= hw they will have the softness and brilliance of 
real kid. 


NOVILLA KID will not scuff—which will make your customers appre- 
ciate it all the more. 


CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN . - - - NEW JERSEY 
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We've been telling American women 
for a good many years that Dorothy 
Dodd Shoes are better shoes. 


If we had not at the same time con- 
tinually striven to make them fulfill 
our promise we should have in- 
evitably gone backward instead of 


ahead. 


Consistent advertising and consist- 


ent fulfillment make a sure winning 
partnership. 


So today when public preference for 
merchandise of authority is more 
pronounced than ever, we say with 
more. assurance than ever that the 
sales agency for Dorothy Dodd 
Shoes provides the dealer who holds 
it with an asset that cannot fail to 
show in his sales. 


DOROTHY DODD SHOE CO. 
BOS TON,MASS. 


Branches 
NEW YORK: CHICAGO 
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D». 
io a I | Cover oy ourself 


ml SH il Wh | “Youngster” Oxfords 
o i for 1920 
| a | 


by placing your order 
now. Footform | 
Lasts. No Tacks 
or Nails. 








- 














You will like the ‘‘Salvo’’ shoe It will pay you 


for it possesses the features | a to featur e the 
that make sales certain and X a z 
profitable. It’s a line above ‘ Fi ‘Youngster Line 
the commonplace in every sil y 

particular. We have no 
competition for there’s no line 
on a par with ‘Salvo’ shoes. 


Why not get into an exclusive TRUITT BROS., Inc. 


class in shoes for children, 


misses and growing girls? BINGHAMTON - a NEW YORK 








No. 100—Growing 
Girls’ Tan 8-in. Lace, 








Military Heel, Welt, 
2% to 7, A to D. 
No. 200—Same in 
Gun Metal. 








Model No. 100 








READY TO SHIP 


No. 300—Misses’ High Cut 
Tan Lace, Broad Toe, Per- 
forated Vamp and Tip, Welt, 
11% to 2, Bto D. 

No. 340—Same with Spring 
Heel, 8% to 11, C to D. 
No. 400—Same in Gun Metal, 
11% to 2, Bto D. 

No. 450—Same as No. 400, 
8% to 11, C and D. 



































In Kersey, Felt, Buckcloth, Moires and Satins. 
Colors: Fawn, Castor, Brown, Pearl, Gray and 
Black. Prices up to $30.00 per dozen. 


We Make Deliveries — Not Promises! 


KUHN-PAVORD-WILKS THE SIMON HALPERIN CO. 


SHOE COMPANY 
HARRISBURG -  - PENNSYLVANIA’ 121 W. 17th Street, New York 
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We'll Tell You Why 


ITHIN the past week four manufacturers have asked us why we continue 
to advertise Tony Red Calf and Cresco Calf, when we are at present 
unable to supply them with all they need to fill orders for customers who 


have asked for these leathers. 


The answer is—we are thinking in the future tense. And we realize just as 
hundreds of other business houses realize that “repetition makes reputation.” 


You may all be sure of one thing. If TONY RED and CRESCO were just 


ordinary leathers you wouldn’t have much difficulty in getting them. 


Our best advice to all who want Creese and Cook leathers in their shoes is to order 
ahead—further than ever. 


TONY RED) (CREESE 


‘Made by) 


CRESCO COOK CO. 


“You Can't Think of Either Without the Other’’ 








Tanneries at 


Boston Salesrooms 


95 South Street 


Wolfenstein and Shanahan . P. A. Henry & Co. 


Danversport 


33 Spruce Street TE KZ 706 Broadway Leather Trades Bldg. 
New York ay Cincinnati, O. St. Louis, Me. 
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UPON REQUEST 


174 


ral ‘sane naRownne 7 He 


BRAND eens 


_ CERTIFIED NS QUALITY 


REG, U, S. PAT. OFF. 


STANDARD BUCKLES FOR FOOTWEAR 











616 
111612 (PATENTED) 


A FEW LEADERS 
FROM OUR 
EXTENSIVE LINE 


NORTH & JUDD 


MANUFACTURING CO. BUCKLES FOR 


NEW BRITAIN ALL REQUIREMENTS 


SAMPLES FREE 

















INQUIRIES SOLICITED CONNECTICUT WHOLESALE ONLY 





How would mipestiien 
you feel—| | AMERICAN 
SHOEMAKING 


one store, and had to go CONSOLIDATED WITH 


—e SUPERINTENDENT 
PREMIER SPATS supply AND FOREMAN 


the right pendulum to your 
low shoe clock and make 
for customer convenience America’s two leading factory publications 
and satisfaction. published as one superior journal, containing 
: ; technical information of vital importance to 
mane 5s Geoney and Sh, tm the shoe factories of the world. Subscription 
all styles, colors and heights. price $2.00 per year, including a copy of the 


Prompt deliveries on o. ders Shoe Factory Buyers’ Guide 
received now. Samples ‘ 


upon request. 


if you purchased a clock in 


. " SHOE TRADES PUBLISHING CO. 
Premier Gaiter Co. 


Incorporated 683 Atlantic Ave. 
120 Grand Ave., Boston, Mass. 
BROOKLYN,’ NEW YORK 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 


* 
» 
* 
s 
s 
s 
re ® Anything added 
pee : will cramp the 
= 
oe 
* 
a 


It is an integral 





part of the shoe; 
is locked to the 


insole. It cannot 





abrade the skin. 








It preserves the . 
foot, injure the 


shape of the shoe, arch and destroy 


the shoe. 







gives support to 


the arches and 
This is common 





ease to the foot. 
sense. 





The shoe is for 
the foot and not 





Don’t put a quart 








_ Into a pint _meas- a store house for 





















ure. appliances. 






The Crawford Arch-Supporting Shank is an 
integral. part of the shoe, not an appliance 
added to the shoe after it is made and worn. 








It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 
with it. 

United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


oo ea — biG 3s. Owe 4 ple woos: a, a ae WOE SMR ii 6040h00ssame 37 Warren 
Jrockton, Mass.......... tre Lynn, Mass. .- roa Philadelphia... ..... 221 North 13th 
DEER otees saves 18 South Market Marlboro, SS “11 Florence 
Cincinnati........... 708 Broadway Milwaukee............. 258 Fourth. Rochester, N. Y........... 130 Mill 
DRS 0 sth asiosin0s's 1423 Olive 




















































Red Cross Christmas Seals Are Conquering Tuberculosis 









Women’s 
Brogue Oxfords | 


IN STOCK 
Stock No. 4559—Pfister & Vogel’s Russia 


Calf B e, Goodyear Welt, 12-8 inch 
ry ay , Heavily Perforated. eae 


Stock No. 5555—Same_ as above in 
Ptister & 1 vee Black Calf. Widths 
Re Pe os sitnccciacesdcved $7.00 


No. 4559 
BLUESTEIN BROS. 
173 Summer St., Boston, Mass. 
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Our factory being remodeled we must 
make way for workmen and in order to 
move quickly we offer you for immedi- 
ate delivery 10,000 pairs Black 
Boudoirs in 36 pair case lots only, 
sizes 3-7, 3-8, 4-8, 5-8 at $1.60, Colors 
$1.85, less 5% ten days, for a few 
weeks only. Send in your orders. 


THE BAKER SHOE CO. 


280 River St., Haverhill, Mass. 
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A reputation has been 

made for our American 

Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
varying standards of manu- 
facture it can be done. We 
keep quality high. 


Expert attention to 
ff mal Ip\ export trade. 
if hI 
Hi hol il, | 
EN i | | Hl he! il H lillilistin 








Welt —_—_ 
Sor Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 




















CORDO TAN DYE 


it dye thet changes 0 faded tan or Hehe ectened nathan, 
Sore yer rich cordovan brown, the popular shade 


iy. 


CORDO TAN ie the result of exhaustive pay ay 
research, and is absolutely guaranteed to do we claim for it. 
Send for trial 50c.package with 10c added for parcel 


Garis 3.00 
7.50 
ARISTO PRODUCTS 


602 Myrtle Ave. 


BROOKLYN . - - - NEW YORK 
We have taken over the business of the New York Shoe Dyeing Ce. 
ARISTO BLACK DYE will dye any ‘eather a permanent jet 


Foot Guard AS 


Cut shows construc. 
tion of OT- 
GUARDS’ Three 
Springs to sustain 
the instep with layer 
of cork lining. 


FOOT-GUARDS are fair to the feet. They restore and maintain elasticity, 
firmness and endurance in walking or standing. They are the lightest and 
most flexible arch supports made—sure profit makers. Write for details. 


FLEXIBLE ARCH SUPPORT COMPANY 


69 E. 12th Street New York, N. Y. 








N. S. R. A. CONVENTION, BOSTON, 1920 


AFTER A FIRE 


One often finds himse:f confronted with an emer- 
gency which a Fitchburg Mutual Fire Insurance 
policy wou smooth out. We are going to be at 
the N. 5. R. A. Convention in Boston to poiat out 
the sind features of our special policy for 
members. Pay us a visit. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


* The city of 141 diversified industries 
99% of which are lovally owned 








Trade-marks in Foreign 


Countries 


povtgnse of Dostectia eur Pascin 
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In This Issue 


Card Records in the Shoe Store 


Intensify the Window Display 


Cold Feet and Hot Shoes 


Making a Home for the Business 


The Base—and the Remedy of Equipment 











News and Notes of the Findings, Equip- 
ment and Repair Fields 
































There is a Time and Place 


for Everything, but the 
Enormous Demand for 


Hosiery 


Reg V.3.Pat. Oring 


Shows that Most People 
Want “ONYX” All the Time 
at Every Place—and Why 
Shouldn’t Theyr 





Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 
Chicago Office: 


Boston Office: Philadelphia Office: 
The Lytton Building 


31 Bedford Street 1033 Chestnut Street 
210 Pearl Street, Mutual Life Bidg. 
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Comfort 


WARM FEET 




















“The Dayton’’ Foot-Warmer Insoles 


MAKE A DIFFERENCE AT THE END OF THE DAY 
will be especially pleased with the comfort obtained 


Besides the unsurpassable quality of these foot- 
warmer insoles, they are guaranteed to keep the feet 
warm and dry, thus producing Health and Comfort. 


Those working out-of-doors during the wintry weather 


DAYTON INSOLE CO. 


- 123 Mill Street - 


through the use of a pair -of “The Dayton” Foot- 
warmer Insoles. 


They fit any shoe, both men’s and women’s. 


DAYTON, OHIO 
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Shoe Polishes 


QUALITY 





to our Plush 


become 
with the ol 


Whittemore Bros. Corp., Boston, Mass. 
Ask your jobber salesman or write us for complete catalogue 


VARIETY 








Attention is directed 
Polisher. 

es attractively 
cked in carton as 


Hlastrated. Big seller. 
Produces a polish more 
quickly than any other 
polishing brush. Stands 
wear and hard usage. 
Will not mat down or 


scracchy as 
id wool brush. 





n © 3B 2B fF 








BROWN PASTE— 
for all shades of 
brown shoes. Once 
you put this paste 
in stock, you'll be 
like everybody else 
who has ordered 
it—you’ll repeat on 
it. It’s one of 
the best sellers in 
our line. 

For Red or Ox- 
blood there’s_ the 
same size package 
of PEERLESS OX. 





BLOOD PASTE. 





The Customer Who Says— 
“Shoe Polish Please,” Would 
Appreciate Whittemore’s 


They want the best and it’s to your 
advantage to provide it. There is 
a difference in shoe polish and it’s 
most noticeable in the results 
obtained by regular use of Whitte- 
more’s. Every sale means satis- 
faction. 








Self Shining Dressing 
THE TIME TRIED 


“GILT EDGE’’ 


Don’t Forget It 


NOBBY BROWN 
COMBINATION—An 
old — a. wr | 
ing an 
shades of Grows chess. 
The leader for years. 
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The Cordo Hyde Lace 
hasn't a thing in 
common with the 
ordinary lace 


Ji] [- 


yc 





























First of all it is made from a special material—leather-like in appear- 
ance, tough, pliable yet dressy. It is truly the aristocrat of shoe laces. 


It will not come untied. It will blend with the leather and complete 
the shoe. 


It will outwear ordinary laces by months. 


What an array of proven facts to tell your customer. When you show 
the Cordo Hyde you sell it. 


It is made flat or round in all colors and lengths and comes to you in a 
special display box that is in itself a salesmaker. This box holds one 
gross of assorted laces in black, tan, mahogany and cocoa. 


Put this Cordo Hyde box up front in your store and watch it work for 
you. 
PRICE LIST 
Lengths 27in. 28in. 30in. 36in. 38in. 40!n. 


0216 Round 4.05 4.20 4.50 5.40 5.70 6.00 
890 = Fiat 4.59 4.76 5.10 6.12 646 6.80 


Samples and complete price 
list if you prefer. Just write 


LACE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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Findings, Equipment and Repair Division 


OF THE 


BOOT AND SHOE RECORDER 
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November 29, 1919 


Where Are You At? 


The Store Records Will Show You—Get Ready for the Changes That 
Are Coming in the New Year 


to sell to the insurance companies or to build 

the business up again was the question of the 
hour. At the fiftieth minute of the hour, in came 
the manager with the news that the records were safe. 
The bills due and payable, the orders, and the factory 
tags, as well as the factory pay roll, were as secure 
in the safe as money in the bank. At the fifty-first 
minute it was decided to build the business up again. 
The records, being secure, made a firm foundation for 
the building up of the business. 

How many shoe merchants have had the same ex- 
perience? Or how many will have it in the future? 
Maybe it will be something besides a fire. Maybe it 
will be a boom in business or a slump. Or maybe it 
will be a change in merchandising policies to the quick 
turn-over methods. Turning stock five or six times 
a year! Whatever happens, are the records safe? 
Are they ready for instant use, like cash on hand? 

Come to think of it, what is the best asset of a shoe- 
merchandising business? Is it cash in the bank, shoes 
in the store, or the records? 

Cash in the bank is certainly good. But there’s 
not much of it. That’s the case with the most of us. 
Cash is a good asset. But.it isn’t the biggest. 

Shoes in the store are a good asset. We all have 
more goods than cash. One can borrow money on 
them, it is true, or can exchange them for cash. But 
suppose the stock gets made up largely of out-of-style 
numbers or odd sizes. Well, it isn’t much of an asset 
in that event. ‘So the stock of shoes isn’t always the 
best asset of a business. Furthermore, we figure our 
bank balances to the last cent. Do we do likewise 
with our stock? ; 

Now what about the records of the business? They 
are not so very expensive, so they cannot figure up 
to a big money value. But they show the money in 


A SHOE shop was burned awhile ago. Whether 





the bank, the stock of shoes in the store, the styles 
and the sizes of the shoes, the customers of the store, 
how much they owe us, and the sales of the store by 
day, week, month and year. It certainly looks as if 
they might be a very good asset of the store. 

It certainly looks as if the records might be a very 
good asset. They are as good a guide for the store 
as is a chart a guide for a ship. They show the mer- 
chant how to set his sales, as surely as a chart of the 
sea shows a skipper how to set his sails. Indeed, 
they show the merchant where he is at. And that 
is the most important thing in business, especially if 
it is supplemented with a sign that shows a fellow the 
direction in which he is going. Knowledge is the real 
source of driving power in business. The man who 
doesn’t know where he is at falters and waits for 
somebody to show him the way. The man who 
knows where he is at goes ahead serenely and securely. 

Now is a good time to turn the think tanks against 
the several matters regarding the store records. A 
new year is coming. It will be as full of change as a 
packing case is full of cartons. There will be some- 
thing doing next year. And the fellow who knows 
where he is at will get the best of the doings. 

Card records for the store seem to be one of the 
best methods of keeping track of the store, its stock, 
its sales and its profits. There is a card record system 
for each store and for each department or each sales- 
man in the store. For instance— 

There is the stock record card. It shows the shoes 
on hand, the sales for the day, the stock on hand a 
year ago, the sales for the day a year ago, the weather 
and the general trade conditions of a year ago, and of 
today. One glance at that card shows the merchant 
where he is at. Everybody knows it. 

Then there are the stock record cards which show 
the sizes on hand, and the styles, too. Good and 
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useful records are these. They ring a bell when the 
stock gets shot full of holes, the selling sizes being the 
hole, and the extreme and unsalable sizes being the 
stock. Also, they ring a bell when the out-of-style 
numbers get up to the danger point. 

Then there is the sales record cards. They show 
the sales of each clerk for the day and his sales for the 
corresponding day of a year ago. Information like 
this puts pep into the clerk, especially if he gets a bit 
extra for increasing his sales. The cards show the 
number of pairs of shoes he sells as well as the cash 
and credit amount of the sales. 

Then there are card records of customers. They 
tell the customer’s business address, home address 
and credit standing. Mighty useful are they on 
credit cases and in collecting bills. There may be a 
supplementary list of customers, actual and pros- 
pective, to accommodate the mailing clerk who sends 
out the advertising matter. These cards should have 
a check up record to show when the prospective 
customer becomes the actual customer. 

Some stores keep a record of sales to each customer. 
The record shows the date of his purchase, the sort of 
shoes he bought, and the price he paid for them. This 
record is serviceable when the customer comes in 
_ with a kick. Often she will say that she bought the 
shoes only a month ago, when the records will prove 
that she bought them three months ago. If the mer- 
chant checks up the sales to the customer he can 
figure about the date when that customer should need 
a new pair of shoes and can send him some advertising 
matter at about that time. 

There are a dozen or more different card systems 
for the retail store. Any merchant can have a system 
that will fit his store like a shoe on a foot. He can 
get a system of from 500 to 50,000 cards. One eastern 
shoe merchant has cards for 40,000 customers, all 
charge customers, too. A big shoe merchandising 
firm has the four walls of a good-sized room covered 
with cards of merchants who are its customers. It 
sometimes knows the condition of the stock of the 
retail shoe merchant better than does the merchant 
himself. 

It doesn’t cost much to secure a good card system. 
But it does iake patience and precision to keep it 
working. But these are virtues that should be in 
every business. 

Next year we are going to have important changes 
in merchandising. The fellow who will survive the 
changes is the fellow who sees them coming and 
changes with them. Details of business are alto- 
gether too intricate for a man to carry in his head 
these days. The only safe and sane way is to write 
down the details in an orderly fashion and then sum 
them up so that the merchant can see where he is at 
any hour of the day, or any one of the 60 minutes of 


the hour, either. 


A Shine ’Em.Up Week 
With Special on Oil Dressings 


Along in December is a good time for a drive on 
blackings. Christmas trade may be getting} the 
publicity. But many a man is shining his own shoes 
just the same. He is a prospective buyer of a box of 
blacking. 

It is worth while to put special emphasis on oil 
dressings in December. Much rain, snow and slosh 
there is in Winter weather. The snow water is the 
worst thing there is, except an acid cleaner, for shoes 
of good leather. It takes the natural grease from 
between the fibres of the leather. So the leather 
is likely to crack. It needs an oil dressing to restore 
the grease to it, so that it will become soft and supple. 
Also, it will resist the water of the next rainy day. 

Black shoes are the big fashion just now. Most 


Emphasis 


everybody is wearing them. So the chances are better 


than ever for the selling of blacking for black shoes. 





Tacks and Nails 


The Supply of Them Is Reduced by the Steel 
Strike 

The supply of tacks and nails, such as shoe re- 
pairers use, is decreasing. The prices are advancing. 

Most everybody thought that prices of metal goods 
would go down after the war. The great demand for 
metal for fighting stopped. 

But the steel strike has come along lately. The 
output of iron and steel has decreased. At the same 
time an extraordinary demand for iron and steel has 
come from the automobile industry. 

So tacks and nails, such as the cobblers use, are 
getting scarce and high. 





A Ready Made Screw Hole 


A new invention that will be found very useful by 
the window display man is a metal screw hole that has 
just been put on the market. 

This handy little device comes in two sections, one 
of which is driven into the wood where desired, the 
second piece being a screwed in head that takes up 
the shock of the hammer blow. When the screw hole 
is driven in the head is unscrewed and an ordinary 
screw inserted into the now permanent hole. 

This clever invention comes in sizes to fit all 
standard screws and many advantages are claimed for 
it from the viewpoints of economy, neatness and 
general usefulness. 





Exporting Shoe Repairing Machinery 


The exports of machinery for repairing shoes are 
increasing. Prospects are that the modern method 
of repairing shoes will spread round the world. 
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Intensify the Window Displays 


Make Them Increase the Volume of Sales and at the Same Time 


Keep Down the Expense of Sales 


certain merchant. His goods were in small 

demand during the war. Another merchant 
had a store down the side street. His goods sold fast. 
He offered to the first merchant to pay the entire 
rent of his store in consideration of the use of his 
corner window. He just wanted to get one show 
window on the main street, where the throng of 
shoppers passed. He wanted it only while his busi- 


N CORNER window is the excellent asset of a 


Yes, oF 

window 

1s our 
st 


be 
tittle 
sales man 


I want 
a Pair of 
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ee SECRET 





enema, 


ness was booming. He wanted it so badly that he was 
willing to pay the rent of the whole store. The 
instance demonstrates the value of window displays 
in merchandising. The corner merchant refused the 
offer. This instance further proves the value of 
window display space. The merchant refused to give 
up just one of his windows, even when his goods were 
not selling, because of the war. The increase in his 
business after the war proved the wisdom of his 
course, for he then used his windows for his own 
goods to excellent advantage. 

Window displays are automatic salesmen, one of 
the best pieces of machinery in the modern store. 
Consider how they work. They present goods to the 
passing throng. The shoppers in the throng inspect 
the goods, and make their selection. In they come 
and ask for shoes like those in the window. They 


have made their selection, each man picking the style _ 


and the price he desires. The clerk is saved the 
expense of time and labor in showing a variety of 
styles to customers. The time he saves he can give 
to the fitting of shoes. Thereby, he is enabled to fit 
shoes better. Also, he stands a good charce of 
making more sales in a day. 

It pays to intensify the window displays because 
people are shopping more intensively. Store windows 
were never studied more seriously and thoroughly. 
People with more money to spend seek better goods. 
They expect to find them in the window displays. 
People seeking to lower the costs of living expect to 
find the goods they desire in the store windows. 
Ninety per cent of the women passing along the street 
look into the store windows. Some figure a larger 
percentage. Even men are studying the store 
windows with a newly awakened interest. So the 
store windows are selling more goods than ever. And, 
consequently, it is worth while to spend more money 
on them. Brains, of course, as well as money! 

Window displays sell complete lines of goods. They 
have done it, time and again. They have done it 
without any other aid. Simply the goods have been 
placed in the window in proper fashion. Shoppers 
passing have taken note of them, and have come in 
and called for them, until the whole line has been 
sold. Such things happen on busy streets only, of 
course. Some think that window display on busy 
streets is the best advertising of the store. 

Window display on a side street, or in an out of the 
way place, is a problem. It has got to have some 
special pulling power, to draw people to it. They do 
not come that way in the ordinary course of the day. 
They must be pulled that way. Our early friend, who 
had the store on the side street, tried to pull his win- 
dow display to the people by leasing the corner 
window of his brother merchant. He couldn’t get it. 
So he advertised in the newspapers. He advertised 


until he got people coming his way. It might have 




















: oo we go on record as claiming national popularity and : 
3 supremacy for COTERO Spats, you can be sure that : 
: wecan back up our claim. : 
The recommendations of merchants who use them are our sure 
reliance that COTERO Spats are what we claim them to be— 
Supreme in Style, Fit and serviceability. 
No. 130-As illustrated on left | No. 140—As illustrated on right 
Price $14.50 Price $15.50 
Same in 10 Buttons The only no Buckle Boot 
Price $13.50 Top worked out in felt 


NOW IN STOCK in following colors: Castor, Fawn, Taupe, 
and Brown. Wire your order at once.. 


Also makers of the famous COTERO Tongue 
Pad. The one that sticks to the tongue 





























COTERO CUSHION MEG. CO. Scranton 2u. 
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Repeat Sales of Work Shoes 


AKE every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want 
another pair just like them”. You can do it by selling a box of 
“The Tanners’ Own Dressing” with every pair. A mixture of pure SS) 
animal grease that nourishes and protects the leather, keeps it soft ———=s 


and pliable, and sheds water. Sr =— 
PAY Shor DRESSING 


The Tanner's OwnDressing 
$2.00 per doz. $22.00 
1.25 


a ae 
50 e on 


$4.00 order— 1 dozen 25c, 2 dozen 10c, 1 dozen sample 
Display stand with 2 dozen 10c or 1 dozen 25c cans 


voy 


Recommended and sold by leading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE:: -WISCONSIN 


























been cheaper for him to have moved to the main 
street. But he simply couldn’t get a location there. 
Window display is good publicity in itself. But 
it needs publicity for itself. It needs something that 
will start people to talking about the windows, and 
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get them coming to the windows. Prices have a big 
drawing power these days. But it isn’t always policy 
to mark prices. In the best class of window displays, 
prices are never shown. The higher class the win- 
dows, the fewer shoes shown in them. A window 
display de luxe presents only a few shoes at atime. A 
window display of bargains is always filled with shoes. 
The window display de luxe has a few artistic trim- 
mings. The window display of bargains is loaded 
up with price signs. Shoes, and merchandising, are 
being graded up. Hence more artistic window dis- 


plays. Bargains have been preciously few the past 
few years. So the bargain window display is at a 
discount. 


Window display reveals a sentiment, as well as shoes. 
A man from Mars could tell the character of a store 
by its window displays. To convey sentiment 
through a window is no easy task. It may be familiar 
enough to convey the sentiment, of each season, like 
Christmas, or Fourth of July. But to convey the 
intricacies of the trade is another matter. That is 
where the trade falls down. If some window dresser 
could devise a method of telling the story of the 
making of the shoe in a window a thousand merchants 


would call him blessed. And there wouldn’t be so . 


many charges of profiteering. 

What window dresser can convey to the public 
the information that it takes years to make a shoe, 
years for the cattle to grow, two years to get the hides 
and skins and make them into leather, and another 


year to get the leather into a shoe in the retail store, 


ready for the customer’s foot? What window dresser 
can tell the story of the 60 operations through which 
the average shoe passes in the process of its manu- 
facture? Some pass through 136. What window 
dresser can tell the passing throng that the four 
corners of the globe, more than 60 countries, contribute 
their products for the making of the shoe? 
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Would it be wise to put a goat in the window, to 


advertise kid shoes? That goat would certainly draw 
acrowd. But it may be that the curious people would 
drive away the shoppers. Too much of a crowd before 
the windows is worse than not enough. Motion 
effects in window display are usually found in the 
stores selling the lower priced goods. Perhaps some 
window dresser will refine them. Most everything 
else in the shoe trade has been refined. After being 
refined they would attract and interest the more 
refined purchasers. 

Window display has two leading points these days, 
the educational and the advertising. To educate the 
consuming public is a big need of the shoe trade. It 
is discussed in every trade convention, and in most 
every issue of the trade papers. The newspapers often 
mis-educate the consuming public about shoes. 
The recent McElwain instance shows it. Now what 
can the window displays do about educating the 
consuming public rightly? There’s a problem for 
1920. 

Window display for advertising is a_ technical 
problem. Reduced to brass tacks, it is a matter of 
getting the customer into a store with a definite 
intent in his mind to buy a pair of shoes like those 
in the window. It is a matter of turning the shopper 
into the buyer. The better this is done, the larger 
the volume of sales and the less the selling expense. 
The argument of the story is that more money should 
be spent for window display in 1920. And brains, too! 





A Window Display 100 Feet Long 


A department store presented a new window and a 
new. display of Fall footwear at one and the same 
time. It has a window whose floor is 100 feet long. 
That is too long for displaying shoes, so it broke it up 
into sections by the use of French, or glass, doors. It 
had a new floor in the window, made of beaver board, 
set in brown and white squares, something like a 
checkerboard. Its background was of beaver board, 
set in.ornamental frames of wood. It had a different 
type of shoes in each section of its window—party 
slippers in one, dress boots in another, street shoes in 
another, and moccasins and household slippers in 
another. 





Be Safe with Lights and Be Happy 


Don’t Sacrifice the Store by Using the Tradi- 
tional Christmas Candle 


Use electric lamps for holiday illuminations. 

Keep away from candles. Tradition may demand 
them. But the insurance companies forbid them. 

It is better to have a whole store after Christmas 
than a burned store before Christmas. 

Watch out against the combustions of candles and 
Christmas decorations. 
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You must realize that a Fibre organization backed 
by 17 mills will only produce the best, and when you 
demand West Virginia Fibre for your counters and 
innersoles you eliminate an inferior product in your 


shoe. 








West Virginia Pulp & Paper Co. 


‘ Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 


New York Chicago, Ill. 
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This Kawneer Store Front Put New 
Sales Life 


intoanOld 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 





KAWNEER MFG. CO. 
1913 FRONT ST. 
NILES, MICH. 
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Let us Show You How a Kawneer Store Front Will Pay a Big Profit Send me a copy of 
for YOUR STORE. FORGING AHEAD 


Do not overlook this coupon. Send it at once. HF your new booklet for 


KAWNEER MFG. CO.,, wissiOMicHiGAN | DeTanes es ernoad 
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| Cold Feet and Hot Shoes 


Our Service Department Considers Two Seasonable Topics for the 
Benefit of Display Men of the Shoe Stores 


HE days are cold. 
Let’s see what our service department can do 
for the benefii of an afflicted shoe trade as well 


as a suffering humanity? 

Cold feet are a curse. No proof does this state- 
ment need. None challenge it. 

Now what can our service department do to this 
curse, this most common curse of cold winter weather. 
What’s the cure? What’s the cure? That is what 
we seek. 

Ninety-eight degrees is the average temperature of 
the feet. Thac’s the medical standard. It is good 
enough for us. The doctors may say that we ruin 
feet with wretched shoes. But not a word do we say 
against the doctors. Ninety-eight is good enough 
for us. 

Drop that temperature to 97 and you begin to get 
a chill. Drop it a point or two more and you need 
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the doctor. Drop it a few points more and you need 
the minister. 

But best of all come to us. Let’s see what our 
service department has for keeping your feet at 98, 
the normal temperature. We have warm footwear 
of many sorts, felt footwear for severe weather, rub- 
ber footwear for wet weather and bed slippers for 
night wear and warm woolen socks that will keep 
Jack Frost away. Goods in abundance we have for 
keeping your feet at 98 when the thermometer de- 
scends below zero, a chilling temperature, a most 
chilling temperature to the feet. Come see what we 
have for keeping the feet at 98. 

Yes, we know there are some sinful souls who will 
not come to our service department. But we will do 
our best to bring them in. We will get some of them 
before they have to call the doctor and the minister. 


93 


We will put in the window a big picture of a bare- 
footed fellow standing on a cake of ice. We will put 
on it a sign, ““Don’t be as foolish as this fellow.”” That 
is comment enough. Anybody with a spark of sense 
would begin to think of warm shoes after he looked at 
a man with his feet on ice. 

In the rear of the window we will put three ther- 
mometers. Not real ones but make-believe ones! 
Each will be a yard tall. 

On one, we will paint the red mercury up to 98 de- 
grees. To it we will tack a sign, “This is the normal 
temperature of your feet.” 

On the second, we will paint the red mercury up to 
96. We will tack on it a sign, “This is where you 
begin to get cold feet.” 

- On the third, we will paint the red mercury up to 
94. We will tack on it a sign, “This is where you call 
in the doctor and the minister.” 

If those signs don’t wake up a somnolent public to 
keeping its feet warm then Billy Sunday is a failure. 

Maybe we will also put in the window a picture of 
a cheerful cuss with his feet in a tub of hot water. 
There will be a cake of our best foot soap in the fore- 
ground. You all know how happy is the fellow with 
his feet in a tub of water. Maybe some of you have 
tried that remedy for breaking up a cold. We will 
use this picture as a contrast with the picture of the 
fellow with his feet on ice. 

Our assistant suggests that he hire one of those 
magicians who walk barefooted on hot coals. But 
we will do no such thing. We don’t believe in making 
our window into a circus. Idlers, not shoppers, does 
a circus window bring. We will put into the window 
choice specimens of our stock of foot warming ap- 
pliances, like felt insoles, felt footwear, rubbers, 
slumber slippers and woolen stockings. Some of the 
new style Scotch stockings will be just the thing. We 
will recommend them as a substitute for the Scotch 
highball. They will keep the feet warmer and the 
head cooler. 

Next, we will start on a new tack. By tack, we 
mean a tangent, not one of those things that stuck up 
in the insole of a shoe, and make a clerk say tongue- 
burning words. 

Our new tack is on the point of leather burning. 
Every shoe merchant knows what that is. The day 
after a snow storm in comes a customer. ‘My shoes 
are all dropping to pieces,” says he. ‘You’ve burned 
them,” says the clerk. “I didn’t,’ says the customer. 
“T only put them in the oven to dry.” 
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Suitable for Any 
Style of Window 


No matter what the shape of your window, these 
Crystal Glass Fixtures can be adapted to any kind of 
display. They are complete units, and can be built up 
into many varieties of trims. 


And Crystal Glass Fixtures will give your store front just the right amount of harmony 
| and character that all shoe merchants seek. They are used by the best class of mer- 
chants everywhere, for their durability, cleanliness, brightness, adaptability and also 


| economy. 
Write for Catalog No. 9. You will see the full line. 


CRYSTAL F IXTURE CO. = 


| 359 Monadnock Bldg. , - CHICAGO. Showing Full Line 
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THE ADVANTAGES OF 


BLACK. 


BROWN. 


=a ree P erfection 
IT, DOES NOT|RUB| OFF 


New = N. Y., Nov. 16, 1917. e 
Today we have at last succeeded DARK BROWN clettes 


aA ANOLE as Good as mee TAPANOLE” BLACK STAIN 
(that ought to be good enough). 


DARK BROWN “JaPanoLe” D YE 


Makes COLORED Leather BROWN 
Makes BROWN Leather ae It Does Not Come Off 


Makes OLD Leather Like 
$2.00 a dozen; $23.00 a gross 


3 oz 
Pints... .$1.00 each Quarts... .$2.00 each 


« “ JAPANOLE,”’ Black Stain With the Sharp Shoulder and Broad Wear- 


The Wonderful Instantaneous Black Dye that Never Comes Off * S 
ing Surface 


Makes BLACK Leather BLACKER They don't scratch floors They do protect 


- mee gy —— Rauepetatceee They don’t wear dippery § They do stop uneven wear 
ee $0.50 each Quarts............ $0.90 each 
: — - — They don’t drop out They do prevent runover heel 
le Everywhere and by U: 
Mont jobbers nll Bink Brows and. Greblood “apanco,” if your PUT 'EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


Made by RESTORFF & BETTMANN, Mfrs. of “Glycerole”’ Dressing i. Bost 
2 Sine fhe Soe ey Reeens Hive F. W. Whitcher Co., Chicago 
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Mr. Clerk hands him a new pair. It’s no use argu- 
ing with such a customer. The public is boneheaded 
about the burning of leather. It believes that burned 
leather is cinders and ashes. 

We propose to educate the public. “Set the 
windows for the burned shoe display, James.” 

First and foremost we present to you the fact that 
leather burns at 140 or 150 degrees. 





purnin’ | 
LEATHER - 





We'll 


Get out the window blackboard, James. 
chalk down these figures. 

Ninety-eight degrees is the normal temperature of 
the foot. 

If your foot gets over 100 degrees, it begins to burn. 


Water boils at 212. 
your foot, you scald it. 

If you spill water at 212 on your shoes, you scald 
them. 

The tanner does not boil hides to make leather. 
To the contrary, he puts ics in his vats when the ther- 
mometer gets up above 100 in the shade. 

If the tanner boiled his hides, they would turn into 
gelatire. They would cook. 

Now, Friends and Customers, keep these facts in 
mind and keep your shoes off steam radiators and 
out of hot ovens. 

Such things as these would we impress or the minds 
of our customers. Then we would see, we believe, a 
decrease in the number of burned shoes that are 
brought into us with claims for new shoes, because 
the old ones were rotten. 

We would further demonstrate and expound this 
topic of burned leather. 

We would put in the foreground of the window two 
shoes, one new, the other burned. On one we would 
put a sign— 

“This shoe will stand a temperature of 100 de- 
grees.” 

On the burned shoe this sign— 

“This shoe was put in an oven, at a temperature of 
160 degrees, to dry. It burned.” 

We will also put in the window a kettle on a gas 
stove. We will boil a shoe in it. An old shoe, of 
course. We will put the boiled shoe on one-side of 
the kettle. On the other side, we will put a new shoe. 


If you spill boiling water on 


Beneath we will put a sign— 

“See what heat does to shoes.” 

In a corner of the window we will put a steam 
radiator, a real one, if we can borrow it, or an imitation 
one. On the radiator we will put a pair of shoes. 
We will hang on the radiator a sign— - 

“The steam in this radiator is 212 degrees hot. 
That burns leather. Do not put your shoes on the 
radiator.” ; 

About the window we would place some choice 
specimens of burned shoes. Open the cracks in 
them we would. We would show that it isn’t neces- 
sary to reduce leather to ashes to burn it. 

We may get a side of sole leather. Right in the 
middle of it we will place a hot iron. We will leave 
it there until the iron burns its print into the leather. 


‘ Then we will hang that side of leather in the window. 


5 


On it we will tack a sign— 

“See what a hot iron will do to the soles of your 

shoes. Do not put your good shoes in the oven or on 
the radiator to dry.” 
. For another demonstration we will place in the 
window a common wooden packing case. Against it 
we will place an incandescent lamp bulb. We will 
turn on the light and let the bulb rest against the 
packing case until the wood in it is charred. 

(We will do these things in the window if the in- 
surance company will let us. Otherwise, we will do it 
in the back yard.) 

After the wood is charred we will turn out the light. 
Then we will tack on the case this sign— 

“See how heat burns wood. Keep your shoes away 
from electric heaters, gas stoves, steam radiators and 
the oven of the kitchen stove.” 





On two topics we have talked. One is about warm 
feet, the other about hot shoes. Timely merchan- 
dising matters, we consider them. Much have they 
to do with the contentment of the customers and the 
happiness of the store. 

Cold feet and hot shoes are two things that give us 
much trouble, gentlemen of the shoe stores. Let’s 
see what we can do to cure them. Have you any 
questions to ask? Any information, any suggestions, 
that we may have on tap are at your command. 
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THE IMPROVED 
INVISIBLE TOP-TREE 


Nothing will so emphasize the good lines of your Fall styles like May- 
hew’s Invisible Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 
high grade trees. oon store can afford to be without them. 
Because they improve the shoe a 100 cent and last you a lifetime. 
Remember they are made of cold roll steel and cost you only $6.00 


Doz. pair. 
Bend for FREE SAMPLES and test it out. See how much more 
gieseative and handsome the shoe looks when supported by Mayhew’s 


Top-Tree. 
We will make exchange on all 1917 Top-Trees “Direct only” at a 
charge of 25c per pair when old Trees are returned. 


“ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your Window 


Sold by 

Jobbers 

. or 
Direct 





JAMES N. MAYHEW CO., Ine. 


MINNEAPOLIS~ - - - . MINN. 

















Make Buyers 
out of Passersby 





possible. 


mentary Catalog. 




















LANSING - MICHICAN 


SALESROOM CHICACO 
STREET 


NEW YORK 
35 WwW. 32nd 


Attractive window and store 
fixtures are business builders. 
a They help to make displays 
a distinctive—and result in sales. 


Our interior and window fix- 
tures are offered in period 
design—designs that make 
attention-compelling displays 


Let us send you our supple- 


UGH LYONS & COMPANY 
0-0, ae =) Om ee O10 ee @) ee 7-0-3) 8 29D 






SALESROOM 
234 S. FRANKLIN ST 



















, Put the Golden Flam 
of Christmas in 


Your Store. 


Get your share of the 
Holiday Harvest ~use A 
Seasonable Show Cards uy ( 


One of the outstanding features 
of our display card service is that, 
no matter what season of the year, the 
merchant gets seasonable cards~ 
both in design and copy~thekind 
that stamps your store as the lead- 
ing in the community. 


The cost is so small and the re~ 
sults so great you cant afford to 
be without it~ for only $4%a month 
we send you I6 seasonable display 
cards~every month- also aset of 
display frames to match your fix- 
tures, price tickets ~ etc 

Send to us today for full particular 


and beat your competitors to it ~ we sell 
to only one;shoe dealer in a locality — 





&| STANDARD SHOW CARD 
56W. Washington St 


[> | SERVICE Jue GHicaco, ILL. 


Just 
32 days 


more! 





How are your revenue and profits for 1919 
going to come out ? 


There is no surer way to pass all previous 
marks than to capitalize on spat popularity. 


ELITE SPATS are swift sellers and good 
profit makers. Thirty-two days of Elite spat 
salability will win for 1919. Send for samples 
today—then order. Every day counts. 


In felt, 10 button, $13.00 a dozen up 

12 button, $14.50 a dozen up 
Kersey from $24.00 a dozen up, all colors 
Men’s Felt, 5 button, $11.50 a dozen up 


BROOKLYN SLIPPER CO. | 


| 409 Osborn Street, Brooklyn, N. Y. 
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The Bane and the Remedy 


Overhead Expense Is the Ever Present Evil of the Store and Equipment 
Is the Ever Present Remedy 


VERHEAD expense is the bane of many a shoe 
QO merchant these days. A bane is a mischief, a 

poison, a destruction. It is present, more or 
less, in every shoe establishment. Even the best 
regulated shops have it. Indeed, the more highly 
organized the shop, the more likely is the bane to 
cause mischief and destruction. 

However, the case isn’t hopeless. Not even is the 
worst case hopeless. Equipment is the remedy. 
Equipment, energetically and promptly employed, 
will knock the ban2 out of any shoe store, and put it 
back on its feet, bright and smiling, with the profits 
going up like a bull market. 

Overhead expense runs rampant these days, which 
is the next thing to running wild. Salaries advance. 
Taxes and interest are as sure as the rising and the 
setting of the sun. Light, heat and rent follow the 
price of shoes over the moon. If there is any item of 
overhead expense that has not increased, a thousand 
shoe merchants will sing a song of joy to hear of it. 


a7 \—~ oe 


Ts 


o—. 









Overhead expense keeps merrily on its way, each 
hour of the day, each day of the week, while the hours 
for the sale of shoes grow distressingly less. Shoe 
stores are open fewer hours these days than ever 
before, scarcely more than 3000 minutes are there in 
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the selling week of many a store. But overhead 
expense goes steadily on for 10,000 minutes of the 
week, more or less. In other words, only one third of 
the total number of hours of a week are actual selling 
hours in many a store. 

Now about the only way to meet the increase in 
overhead expense is to increase sales. And the only 
way to put a crimp in overhead expense, and at the 
same time to increase sales, is through the use of 
improved equipment. That is the stuff that will do 
both, at one and the same time. Improved equip- 
ment has got a genuine, tried and tested, bond 
guaranteed double action. 

Equipment is any article of furnishings from the 
plate glass on the front to the burglar proof lock on 
the back door. It is any implement in the store from 
the box opener in the stock room to the cash register 
in the office. 

The better equipment a store has, the more shoes 
its clerks are able to sell. Equipment saves their time 
ard labor, and to save time and labor is to make 
money. 

Say that a clerk makes 100 sales a day, and 600 
sales a week; that averages a sale every five minutes, 
if the selling week is 3000 minutes long. 

Now imagine that a clerk averages a loss of a minute 
making the average sale. Perhaps he cannot find the 
shoes he wants. The stock is mixed. Or maybe he has 
to take the shoe to the door to read the tag onit. The 
light is poor. Or maybe the customer doesn’t like the 
looks of the fitting stool and moves to another stool. 
Or maybe the wrapping system is slow. Or maybe 
there happens any one of the dozen and more things 
that make the clerk lose a minute on the average sale. 
Then it takes him six minutes to make the sale. And 
at that rate, he can make only 500 sales a week. 
That’s a decrease of 100 sales a week. Astonishing, 
isn’t it? There is no need of comment on it, except 
to remark that lack of equipment loses sales. 











Showing “‘Ajusto” Boot Top 
Form Before Shoe is Laced. 








Your Windows Reflect the Character 
of Your Merchandise 


Start the day right by forming up boot tops with “AJUSTO”’ 
Boot Top Forms and your overgaiters with ‘“AJUSTO” SPAT 
Forms. Quickly and easily adjusted. Will last for years. No 

rings to get out of order—no screws to adjust. The slide does 
the trick—it expands the form, removes unsightly wrinkles 
and the boot top assumes a smooth, graceful appearance. The 
cost is small but results are great. Only $3.00 the dozen, f. o. b. 
Pittsburg, Kansas. Model No. 2 for A and B width boots. 
Model No. 3 for C and D widths. Model No. 5 for Spats, sizes 
1 and 2. If your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 


DEPT. A PITTSBURG, KANSAS 
(And remember it’s KANSAS) 
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Showing Pump With Spat Fit- 
ted Over “‘Ajusto” Spat Form. 

















We have everything 
to display shoes properly 


Write for our Catalogue 


J. R. Palmenberg’s Sons, Inc. 


NEW YORK BOSTON CHICAGO BALTIMORE 


63-65 West 26 Kingston 204 West 108 West 
36th Street Street Jackson Blvd. Baltimore St. 





TRUFIT 











SPATS 














are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 


Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 


Laing, Harrar & 
Chamberlin 


43 North 3rd St. 
Phila. 
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Fox 7° Shoe Tongue Pads 
FOR LOW INSTEPS 
ARCHES THE FOOT AND MAKES A BETTER FITTING SHOE 
Prevents Eyelets from Hurting the Foot 
INSTRUCTIONS: Place the Pad beck of the shee tongue, tack edge with thread 





* MADE EXCLUSIVELY BY 
FEDERAL OVERGAITER CO. 16-18-20 East 12th Street, New York 








2s CLAWS 





Rrevents Lgeleis and Laces ‘from uring nc foot 








FEDERAL OVERGAITER COMPANY, Inc. 


Exclusive Licensed Manufacturers 
16-18-20 EAST 12th STREET NEW YORK 























WARNING! 


DO NOT INFRINGE 
THIS PATENT 
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But, on the other hand, say that the clerk gains a 
minute on the sale. A fine window display, a timely 
shoe on the store stand, a comfortable fitting chair, 










TE SHOE STORE 


, VVVN 


UP TO D 
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stock right at hand, and any one of a dozen or other 
things that save time for the clerk and the customer. 
If the clerk saves a minute on a sale, then he makes a 
sale in four minutes. At that rate, he can sell 750 


shoes in a selling week of 3000 minutes. That’s an 
astounding gain. There is no need of comment on it, 
























except to remark that equipment will do wonders 
towards increasing sales. 

If each clerk increases his sales, then sales expense 
is kept down. Its percentage of the total business 
is smaller. It is one of the big items of overhead 


_ expense, too. 


Furthermore, if each clerk increases his sales, 
then the average sale per square foot of floor space 
is increased. That means that rent is a smaller 
percentage of the total business. And the same is 
true of interest, light, heat, and incidental expenses. 

Figures are wonderful things! So remarks a critic. 
But it is better to be sensible than to be sarcastic. 

Figures are certainly wonderful things. The man 
who studies them is the man who wins out in busi- 
ness. The task of the shoe trade for 1920 is to in- 
crease its turnoyer. Stock should be turned four or 
five times a year, instead of once. The sheriff may 
get the fellow who does not speed up his sales. 

In the future, business will be measured by the 
minute, not by the day or week. Minutes are more 
wonderful than figures. Minutes are golden. Equip- 
ment mints them. 


Make a Home for the Business 


Put Your Profits Into Equipment That Expresses Your Individuality, 
The Same as You Plan Your House 


salable way. Others cannot do it if they go to 

thunder. It is individuality that does it. Some 
are gifted that way. Some acquire it. And some 
cannot get it any more than a clerk can lace shoes 
without laces. 

Equipment expresses individuality. The shoe trade 
needs more of it. If stores were all alike, the same as 
bricks in a sidewalk, customers would go into any old 
store. They would show no more interest in shoes 
than they do in the bricks of the sidewalk. And, like 
as not, some Government inquisitor would come along 
with a report that there are too many shoe stores. 
So let’s have more equipment and more individuality in 
equipment. Watch what the other fellow is doing. 
But don’t be a copy cat. Originate some ideas of 
your own. Put the stamp of your individuality on 
your own business. It is an asset as good as gold. 

Individuality sometimes breaks out in funny places. 
Once upon a time there was a merchant who 


Sea men have a knack of showing shoes in a 


got mad when a stone cutter carved his name on the 


doorstep of his new store. He said he would not have 


his name tramped all over. He had a big sign put | 


“That is where people will look up to 
A trifling incident, some may say. But 


over his door. 
it,”” said he. 


it was a strong expression of individuality. That 
merchant was determined that people should look up 
to him. His individuality paid him a profit. He 
expressed it in his equipment all the way from the 
sign over the front door to the back door of his store. 
He made money. 

Some merchants prefer artistic stores. They have 
refined color schemes and perfect appointments. 
They have not yet got as far as the French merchant 
who has a store like a drawing room. Only one shoe 
is in sight. The rest are in the stock room. The 
clerks fetch them forth one at a time as they fit the 
customer. The walls are paneled with beautiful 
woods. No cartons of shoes are on them. Luxurious 
merchandising is this. Would the American trade 
stand for it? 

The American merchant is apt to be intensely 
practical. Maybe he overdoes it. Consider the 
yellow front stores with red signs. An atrocious color 
combination. Shoes are hung in the windows like 
bananas on a stalk. Inside the store the shoes are as 
thick as blueberries in a pie. The clerks and custom- 
ers are huddled together thicker than prisoners in 
jail. There is no more chance for the expression of 

(Continued on page 100) 
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A Modern Repair Shop in a Basement 


Signs Make a First Floor Front While the Shop 
Is Below 


An enterprising Bostonian has a modern repair 
shop in a basement of a business block in a crowded 
shopping district. To make sure that none of the 
passing throng overlooks his underground establish- 
ment, he has conspicuous signs on the entrance to the 
basement, and also on the near-by street corner. 

Evidently, he believes in signs, for he has plenty of 
them along the basement stairs, as well as within his 
shop. He makes a specialty of rapid repair work. 
Also he makes a specialty of putting on new rubber 
heels while the customer waits. He so announces 
on his signs. Thereby he demonstrates that signs are 
an important part of the equipment. of the modern 
repair shop. 

Incidentally, one should not confuse a modern shoe 
repair shop in the basement with the bargain base- 
ments of department stores. The basement repair 
shop is a high-grade, full-price shop. 

In conclusion, some men may look along the street 
first floor level for a location for a modern repair shop, 
some may look along the second story level, and 
others may burrow into the basement, and put out 
plenty of signs in order to get a good display front for 
their shop. 





Will the British Cobblers Come? 


They Will Get Good Pay Here, But They Will 
Miss Their Beer 


A correspondent to the Shoe & Leather Record of 
London says “There is room in the United States 
for hundreds of real shoemakers, and, especially, 
repairers. In the West, there is a pressing need of 
this class of mechanics. Any man coming out now, or 
in the Spring, can be sure of employment at once, at 
good wages. Men who can operate machines— 
stitchers and finishers—are especially needed. Wages 
are from $30 to $50 a week. 

“There is one thing they cannot get here, and that 
is beer. Monday slackers should stay where they 


are. 


Skinner Is Innocent 


He Didn’t Tie Up the Trolleys—But He Will 
Mend the Boots of the Peds and Plodders 


Jay H. Skinner, shoe repairer, of Louisville, ad- 
vertised thus during the recent trolley tie up: 

“Tt is rumored that I caused the strike so that the 
entire population of the city would be forced to walk, 
thereby wearing out their shoes so that I could repair 
them. This I absolutely deny—I am in no way 
responsible for this strike—I was not consulted before 
it took place, by either the workmen concerned or 
officials of the Street Railway Company. 

“IT admit that I have publicly expressed my pref- 
erence for walking (on the part of others), but when 
I did so I supposed that it would be understood that 
it was to be in moderation and not a prolonged 
‘hike.’ Of course, while the strike lasts, walking will 
continue to be a disagreeable necessity on the part of 
most of us. Shoes are bound to wear out, and I will 
appreciate it if you will bring them to the Service 
Shoe Shop for repairs.” 





MAKE A HOME FOR THE BUSINESS 
(Concluded from page 99) 
individuality in a store like that than there is of a 
rose blooming in a coal mine. 

There’s a happy medium. The artistic and the 
practical can be blended. Thousands of shoe mer- 
chants are doing it. They get just the right combina- 
tion in store equipment and in shoe display to attract 
and to please customers. Many can do it still better. 
They have the means to do it. The shoe trade has 
paid good profits. A liberal portion of the profits 
should be put into equipment. Many a shoe man has 
had to struggle along with inferior equipment for 
years. Now he has the money to spend for new equip- 
ment. He can afford to express his individuality in 
equipment. He can make his store look like what he 
wants it to look. He can make it a home for his busi- 
ness, a place over which he is pleased to preside, and, 
also, a place his customers are pleased to visit. 

A merchant who expressed real individuality in 


' equipment puts in a rock-bottom foundation for his 
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business. 
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These men know the value 
of Goodyear Repairing Machinery 


OODYEAR Welt Shoe Machinery remakes the shoes brought you for repairs. It does 

not cobble—it rebuilds them. People know this. And so they take their shoes to 

the shops where they can get them rebuilt by the Goodyear Welt Shoe Repairing System. 
Such shops prosper. It saves you time and money and brings you increased business 


through satisfied customers. . 
Write for plan and catalogue of the various style outfits we make 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


BRANCHES: 





















30 Euclid Arcade 18 So. Market Street 1423 Olive Street 708 Broadway 37 Warren Street 124 Main Street 
Cleveland Chicago St. Louis Cincinnati New York Johnson City, N. Y. 
93 Centre Street 145 Essex Street 87 Main Street 258 Fourth Street 619 Mission Street 236 No. High Street 
Brockton Haverhill Auburn, Me. Milwaukee San Francisco Columbus, Ohio 
130 Mill Street 221 No. 13th Street 16 No. 2d Street | 306 Broad Street 11 Florence Street 216 Chartres Street 
Rochester Philadelphia Harrisburg, Pa. Marlboro New Orleans 


ynn 
301 American Casualty Bldg., Reading, Pa. 
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All Leather---Overlapping 
Pockets---Adjustable. 


All-leather appliances, having overlapping pockets with pli- 
able inserts, used for the correction of foot troubles, is the ex- 
clusive “Wizard” patent. The overlapping feature permits of 
adjustments, suited to different shaped feet, impossible by any 
other means. 
















No two foot arches are alike. The highest point may be centra!ly located. It may be 
farther forward or farther back. The insert is placed in that pocket which brings it at just 
the right point to gently support the sagging bones, and give immediate and lasting relief. 
This very principle was recently endorsed by the Health Se: vice Section of the National 
Safety Council, in these words: 


‘ADJUSTABLE LEATHER ARCH SUPPORTS ARE 
AN AID TO FALLEN ARCHES.”’ 


Wizard Adjustable Foot Appliances are them expert shoe fitters. Many of the best shoe men in 
the only “‘adjustable leather appliances.” the country are among our graduates. We help you ad- 
They render a real “Safety First” service. vertise your shoe business by means of our weekly “Wizard” 
5 advertising service, monthly window cutouts, lantern slides 
The Wizard System of Foot Correction and our free and circulars for your outgoing packages. Almost every day 
course of training, help you to build a better shoe business. _ some dealer writes us that installing the Wizard System has 
Our training gives your clerks a knowledge of feet that makes _ increased his shoe sales. Get particulars, today. 

















WIZARD FOOT APPLIANCES CO. 1692 Locust St. ST. LOUIS, MO. 


Wizard 


Adjustable foot Apphances 
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Has Its Uncertainties— 


But the 


reveals a definite and tangible idea of how to spend your money for 
men’s, women’s and children’s shoes, shoe findings, shoe fixtures 
and rubber goods. A merchant does not have any faith in the 
prophecies of the ctystal-gazer. Before he gambles with the future 
he wants more substantial evidence of what the future is going to 
bring forth. 











Keep step with the times—merchandise in the modern way. 
- Don’t handicap your buying facilities by eliminating your choice 


portunity of selecting from one hundred fifty or more lines. You 
have the advantage of comparing styles, values, qualities and of ex- 
changing ideas with other visiting merchants, all of whom will be 
mighty glad to confer with you on any subject that you may wish 
to discuss. 


Here are the dates—JANUARY 5th TO 
10th, INCLUSIVE, and here is the place— 
THE © PALMER HOUSE, CHICAGO. 








“OF CHICAGO 











CRYSTAL GAZING 


CHICAGO NATIONAL 
SHOE EXPOSITION 


to one or twolines. By attending this exposition you have the op- | 


SHOE TRAVELERS’ ASSOCIATION 
























isit the 
CHICAGO NATIONAL 


V 
E EXPOSITION 


Merchants to 
JANUARY 5th to 10th 
See Our Displays. 


We Invite All Shoe 


SHO 
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KREIDER CO 
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GEORGE E. HARRISON SHOE CO 
POLISH CO. 


SMITH-WALLACE SHOE CO. 
HARPER & KIRSCHTEN SHOE CO. 
HARRY M. HUSK SHOE CO 


NOVELTY SHOE CO. 
THE STANWEAR SHOE CO. 


SINSHEIMER BROS. 
R. 


J. 
Ss. 
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A Big Seller 
Immediate Delivery 
ORDER. TODAY 


Style No. 1829 


Brown Clio Kid 9-inch 
Lace Boot, Imitation Tip, 
18-8 Leather Louis Heel, 
Plate. Made Over New 
Long 4-inch Vamp. 
A perfect fitter. AA to D, 
214 to 8. At the excep- 
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No. 5742 F Style 
Nas. $685 
Style without Affectation Style No, 101—Sumea above in Hack Ki | 
Quality without Extr avagance WSS Novetty ssa’ In Stock First i 
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Tober-Saifer Shoe Co. 


1312 Washington Avenue St. Louis, Mo, - 
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Those who appreciate real style 
and true quality are quick to 
recognize both in Grover Shoes. 
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Grover styles are as radical as con- 
servative taste permits or judg- 
ment sanctions; and their good 
appearance is endorsed and em- 
phasized by the intrinsic value of 
material and workmanship. 














GENUINE GOODYEAR WELTS] j 


The choice of mothers who know from experience that a good 
shoe is the only serviceable shoe. 











The ultimate consumer buys 
Grover’s because she likes their 
style and service, and the retailer 
buys them because they sell and 
satisfy. 







IN STOCK IN STOCK 





J. J. GROVER’S SONS CO. 
LYNN, MASS. 






NEW YORK 









“dit These shoes yield steady and.consistent profits to the merchant. Patent, dull ¢ 
- ! black and tan. Sizes 5 to 8, 834 to #2 and 1244 to 2. (Tan not stocked for 
Write for Samples or Catalog. 


WILLIAMS, HOYT & CO. 
Rochester, N. Y. 



































































































Get Your 


Weather Shoes 


Now 
OOD merchants 


welcome special- 
ties that introduce 
live features in season 
and keep store news 


fresh. 


These are Dry-Sox months. 
This great wet weather shoe 
will turn up more profitable 


trade than .anything else on: 


your shelves. 


Stock Dry-Sox Shoes right 


now and get the benefit of the 
big Dry-Sox Daily Newspaper Cam- 
paign that is in full swing at this 
time. 


The advertising is creating big ad- 
ditional business on Dry-Sox: Shoes. 
Why not cash in on it? 


F. Mayer Boot & Shoe Co. 


Milwaukee, Wis. 


Write for Dry-Sox Catalog 
and Selling Plans 


DRY-SOX 
SHOES 


KEEP FEET DRY 




















Solid Oak 
Tanned Counter 


Bellows 


ongue 
Solid Oak 
Tanned Insole 


Full Leather N 
Vamp NN 


the shoe as waterproof as it is possible to get it. 








. Solid 
Oak Tanned 


Heel 


Best Quality of 
Upper Leather 


Oil Slicker Lining 
Inside Cork Filling 
Solid Oak Tanned Out Sole 


Animal Parchment (Pigs Bladder) 
over bottom of shoe 


Choke Seam Welt sewed in with Leather Welt, makes 
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Quality Shoes for Children, 
Misses and Grow- 
ing Girls 

















Kalt-Zimmers Mfg. Co. specialize on y 
children’s shoes and with over eighteen 
years of practical experience in building 
nothing but children’s quality shoes we 
feel that it has enabled us to make 
quality shoes with style and _ service 
combined, which sell at a price where all 
dealers can stock our line and make a 
. handsome profit. 


» Mothers who have once bought K-Z 
shoes’ for their children always remain 
K-Z enthusiasts. 





Write today for particulars 


KALT-ZIMMERS MFG. CO. 


MILWAUKEE, WIS. f 
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Fill in the “bad spots” in your 
Army Shoe Stock $ 85 
at this low price 










This shoe has proven a real seller in every 
state in the Union. It is one of those 
shoes that looks its value. You can 
say ““$12.00” when it’s on a man’s foot 
and he will feel it is worth every cent of 


the price. 


At $7.85 it is a real buy on to- 
day’s market and will bea real © 
buy for several months. It 
is merchandise you need not 
Se ™ worry over, for at $7.85 it’s 
Sa a creat shoe bought right. 


Here Are Sixteen Big Features 


Genuine U. S. Army Munson 11 Soft Box Toe 













= 





Last 12 Special Army Solid Leather 
2 Tan Chrome Kip Upper Counters 
: Heavy Ceaie Ow — 13 ~ gg Wide Leather Army Heel 
; corn bs - _ Insoles 14 Fast Color Eyelets 
:——— 15 Solid Grain Leather Whole Lift 
8 Steel Shank Heel 7 
9 Army Twill Lining 16 Special Army Slug, 14” in the 

10 Full Vamp Heel 





On the Floor A,B,C,D,E,EE, 5” to 12 


Menzies Shoe Company 
Milwaukee 
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MILWAUKEE 


ILWAUKEE HOTELS ENJOY A NATIONAL REPUTATION 
FOR EXCELLENCE AND GENUINE HOSPITALITY. WITH 
MORE THAN TEN HOSTELRIES OF HIGH STANDING, 

few cities are capable of accommodating adequately so many tran- 

sients at one time. The houses and managements are well ordered 
for entertaining both the heavy’-business and important tourist 
traffic of Milwaukee. Rates are just and the rule that 

“*guests must be pleased”’ is universal and supersedes all 

others among members of the Milwaukee Hotel Associa- 


tion. 














ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE Co. 

HARSH & CHAPLINE SHOE CO. 

F. MAYER BOOT AND SHOE CO. 
NUNN, BUSH & WELDON SHOE Co. 
OGDEN SHOE Co. 

PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 
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TWO TIMELY THOROGOODS 
NOW IN S1OCK 


No. A 1069—Black Boxside G. W. Dr. L’d 
Blucher, C, D, E, 6 to 12, Lea. Counter 
Pockets, Box Toe, $7.15. Full Double Sole, 
First Grade Oak Outer, Viscol-Chrome 
Middle Sole, Perf. Army Last. 


No. A1073—Chocolate Elk G. Welt, Dr. 
Lined Blucher, C, D, E, 6 to 12, Lea. Counter 
Pockets, Box Toe, $5.65. First Grade Oak 
Soles, Perf. Army Last. 


JUST THE THING 


For men who are on their feet a good deal— 
For Police, Firemen, Railmen, Mail Carriers, etc. 


THE ALBERT H. WEINBRENNER COMPANY 
Ns" Dea oar MILWAUKEE Suites, Wass 


112-114 So. Wells St. 
Quick Service from Factory or Branches 








QUAL'TY 
FIRST. 


eh 
= TP 
MILWAUKEE 





Foo+wear. 


FOUR STYLES 


Of a Dozen IN STOCK 
"WVASTER-WELTED" 


Shoes For Men Who Seek Comfort and Style 


866 Cordo Calf Full Qtr. Blu. A to E 6/11 
3466 Cordo Side Full Qtr. Blu. AA to E 6/11 
2204 Gun Metal Calf Full Qtr. Blu. A to E 6/1l 
2426 Blk Glazed Colt Full Qtr. Blu. A to E 6/11 


Entire line (Dozen Styles) will welcome your 
inspection, at N. S. R. A. Convention, Boston, 
Mechanics Hall, Space 81. 


OGDEN SHOE COMPANY 
Manufacturers 
Milwaukee, Wis. 





QUAL'TY 
PIRST 


Pel ol a le 
MILWAUKEE 
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P & V Leathers in the shoes you sell means: 
that you are offering your customers the 
highest standard leather value. When the 
merchant purchases shoes from the manu- 
facturer who has used P & V Leathers in 
his line, the exceptional wearing quality of 
the shoes is a foregone conclusion. P & V 
Leather is good leather—the leader of its: 
class—and will give character and style 
to your shoes. 

Specify P & V High Grade Leathers in your 
shoes. They are the result of three genera- 
tions of quality leather production. 


Pfister & Vogel Leather Co. 


Milwaukee 


Wisconsin 
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| A Perfect Fitting Patent 
| Pump Carried In Stock 


B500A Price $7.75 


7 


Woman’s Patent turn pump, Bordeaux last, 
244-inch wood covered full Louis heel with 


aluminum plate. 


AA, 41% to 8; A, 4 to 8; B, 4 to 8; C, 4to 74. 


This nifty looking model is one of our 
leaders that is meeting with unqualified 


success. 
In quality, style and fit this pump is 
supreme. 


It will appeal to every woman, for it is not 
only pretty and attractive but can be 
worn with or without spats. 

It will help you to larger sales and satisfied 
customers. 

Send your order today and have them in 
time for the holidays. 


Terms: Net 30 days 





Sete ae 











Nov. 29, 1919 






mmm MI, 


i 





OOAGARGRRGRSIANALI) 


Se a 


JJAUURODERLALAAaEiEE 


THE MANUFACTURING 
SITUATION 


Floor Stocks Low—Heavy{ Demand 
from Retail Shoe Merchants 


Save for the in-stock departments the 
Fali and Winter season is practically 
over for the manufacturing houses, in 
that the orders booked for late Fall and 
Winter delivery are being cleared up and 
will occupy such factory capacity as is 
available up to the shipping period for 
Spring and Winter goods. The in-stock 
departments have been and are still 
having a very lively time of it, due for 
the most part to the attitude last Spring 
of many retail shoe merchants who failed 
or refused to place adequate orders for 
one reason or another and in the belief 
that prices would be better than then 
quoted. Limited or incomplete stocks 
compelled recourse to the in-stock de- 
partments with the result that the 
season has been, probably, the heaviest 
in the pressure upon it in the history of 
the St. Louis trade. Heavy demand 
from the consuming trade which, in 
part at least, was not anticipated has 
also added to the situation noted. The 
net result now is that the floor stocks 
are very low. This condition is due to 
two factors: The demand from the 
retail shoe merchants and the limitation 
of factory deliveries because of the 
labor and material situation. 


INTERESTING DEVELOPMENTS 


In the In-Stock Departments—Low 
Heel Boots Bought 


In the demand upon the in-stock 
departments there have been some in- 
teresting developments, aside from 
those known generally to the trade. A 
considerable run has been reported on 
low heel boots, chiefly in the black and 
brown kids and calf. Black and brown 
ooze and opera pumps in black patent 
leather and dull kid have also been in 
heavy request. The Baby Louis heel 
has been found popular in pumps which 
have been made up in patenis, kid and 


Manufacturing, 






News in Shoe Markets 
and Merchandisi 
ments in America’s Shoe Centers 
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St Louis 


also satins. There has also been a good 
call for suede oxfords in black and brown 
while bench-made, one-eyelet ‘ties in 
satins have been considerably wanted. 
More recently the one and two-eyelet 
ties in black and brown ooze have been 
wanted. In the matter of boots, the 
run has been about 80 per cer.t lace and 
20 per cent button. 


THE RETAIL TRADE 


Local Shoe Merchants Report a 
Continued Activity 


Practically all of the salesmen have 
now left their territories and the trade 
generally is getting itself ready, after a 
rest, for the new season’s work which is 
expected to open up as usual immedi- 
ately after the holidays and the conven- 
tion period of January. Local retail 
shoe merchants report activity still 
continuing in their business with the 
demand from the public little, if any, 
abated by the uncertainties of the busi- 
ness situation created by the strikes and 
other evidences of labor unrest. The call 
continues for the types and styles which 
have been in best demand since the 
season opered and there is no tendency 
toward any freakish taste in the general 
selections. Most retail shoe merchants 
report that they have had some diffi- 
culty in getting shipments as promptly 
as they desired, but that the situation 
has not in many cases been serious 
enough to lead to cancellations or de- 
preciation of goods because of late 
arrival from the wholesalers or manu- 
facturers. 


HOUSING CORPORATION 


Chamber of Commerce Active in 
Construction of Workers’ Homes 


The plan of the St. Louis Chamber of 
Commerce to create a housing corpora- 
tion for the construction of homes for 
workers in the industries of St. Louis has 
proved successful, the first $1,000,000 of 
capital having been subscribed. Pre- 
liminary arrangements are already 
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underway for thé formal completiom 
of the incorporation of the $2,000,000: 
company planned and it is expected’ 
that construction work on groups of 
homes will begin with the first passing 
of frost in the Spring, if not earlier. 
Jackson Johnson, chairman of the board 
of the International Shoe Company, is 
president of the Home and Housing 
Association of St. Louis, as it is to be 
called. Its operations are to be dis- 
tributed throughout the city wherever 
there is need for such homes in order 
that no one section may be developed. 
more than another. 


A BOSTON VISITOR 


Hollis B. Scates of William Filene’s- 
Sons Company 


Hollis B. Scates of William Filene’s. 
Sons Company, Boston, spent a goodly 
proportion of the past week in St. Louis. 
in connection with the shoe. merchan- 
dising needs of his store. While here,. 
Mr. Scates also consulted with the local: 
members of the trade in relation to the- 
plans for the Boston,1920,Convention of 
the N.S. R. A., in January. A special 
train to carry St.Louisans and Missouri- 
ans is expected to leave St. Louis,. 
Friday, January 9, 1920. 


MEMBERSHIP CAMPAIGN 


Conducted by the Missouri Shoe. 
Dealers’ Association 


Under the supervision of Secretary 
William Graham, who is manager of 
the Hanan store in St. Louis, the Mis- 
souri Shoe Dealers’ Association is carry- 
ing on an extensive mail campaign to- 
increase its membership not only in. 
time for the National Convention in 
Boston, in January, but also for the 
State meeting to be held in St. Louis, 
in February. Plans are under way to- 
have the members of the State organiza- 
tion living outside of St. Louis assemble: 
in St. Louis in time to join the St. Louis 
Association in a spécial train trip to 
Boston. From _ present indications, 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready te Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Me. 











The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 
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there will be a goodly attendance at 
Boston from out in the State. 


EXTENSIVE IMPROVEMENTS 


To Be Made by The Swope Shoe 
Company 


The Swope Shoe Company, which has 
been located for many years at the 
Southeast corner of Olive and Tenth 
Streets, St. Louis, has renewed its lease 
on the premises for a period of years 
and very extensive alterations will take 
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place in the building to make it more 
attractive as well as more efficient in 
the handling of the business. The com- 
pany will continue to occupy the first 
and second floors of the building as well 
as the basement. The improvements 
will include changes in both the Olive 
Street and the Tenth Street fronts 
which will give the store a most attrac- 
tive appearance. The location is one of 
the best in the retail district and the 
lease renewal was at a considerable ad- 
vance in price. : 


Cincinnati 


BRISK TRADING 


In Retail Shoe Stores—Demand for 
Pumps Continues 


There is continued brisk trading 
among the local retail shoe merchants. 
Shoes of virtually every style carried 
are selling in volume. Tan and brown 
footwear is claiming the lead in the 
aggregate of sales. This is especially 
the case with men’s shoes. However, 
there are indications, according to the 
local retail merchants, that black shoes 
will regain their old popularity. In 
women’s lines, aside from the regular 
sale of seasonable footwear, there is still 
a goodly demand for pumps. 


STOCKS SOMEWHAT DEPLETED 


Local Shoe Merchants Buy Conser- 
vatively for Spring 


Merchants are already beginning to 
report considerable depletion in their 
stocks, and in general, state that their 
stocks are short in numbers of pairs. 
For Spring the local merchants have 
bought conservatively. In fact, every- 
thing points toward a growing decrease 
in the numbers of pairs of footwear 
worn by the consumers so long as the 
high price levels exist. According to a 
statement by a large local manufacturer 
of women’s footwear his bookings for 
Spring and Summer business show a 
shortage of twenty-two thousand pairs 
as against the same season last year, 
yet in dollars and cents he reports a 
considerable increase over the previous 
year. 


MANUFACTURERS’ OPINIONS 


Regarding Price Situation—Speed- 
ing Production Necessary 


Manufacturers here all are of the 
opinion that conditions are gradually 
coming to the point where they will be 
able to bring about the much advocated 
increase in production of footwear in 
order to cope with the price situation. 
However, they do not anticipate any 


appreciable decrease in price within the 
near future. One manufacturer stated 
this week that in order for him to be 
able to produce a certain shoe at ten 
dollars next season it would be necessary 
for him to reserve some of the leather he 
now has on hand for future use in view 
of the fact that the replacement value 
on the same leather today is so much 
greater. In other words, he will have 
to strike an average between the two 
prices. 

Labor conditions in the local industry 
are such that a growing production is 
assured. Local manufacturers state 
with certainty that there will be no de- 
crease in the wage scale of shoe workers 
and that a greater production is the only 
possible avenue toward the slightest 
decrease in the price of shoes. 


RETAIL MERCHANTS MEET 


Go On Record as Opposed to ‘‘Don’t 
Buy Campaign” 

A regular meeting of the Retail Shoe 
Selling Group was held on Wednesday, 
November 19, at the Chamber of Com- 
merce. Aside from a general discussion 
of the proposed Fair Price Committees 
and the Don’t Buy Campaign to be in- 
augurated by the United States De- 
partment of Justice there was little of 
importance. The local retail shoe mer- 
chants go on record as being against 
the “Don’t Buy Campaign,” holding 
that such a campaign will prove very 
detrimental to business as a whole. 


SOME BRIEFLETS 


Short News Items Regarding Local 
Men and Events 


Frank X. O’Brien, vice-president of 
the Holters Company, is spending this 
week in New York and other points in 
the east. 

G. R. VanMeter, manager of the Bos- 
tonian Shoe Store, spent the major 
portion of last week in Chicago study- 
ing styles for next Spring and Summer. 
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Stanley Duttenhofer, advertising 


manager of Val Duttenhofer Son’s ~ 


Company, returned last week from a 
month’s honeymoon. 
E. K. Woodrow, sales and advertising 
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manager of Krohn-Fechheimer & Co., 
returned this week from the Pacific 
coast where he had spent two weeks 
during the illness of Sol Berner, his 
Pacific coast man. 


Cleveland 


SHOE DISPLAYS 


Reflect a Winter Season of Unusual 
Brilliance 


As the Winter season comes nearer, 
Cleveland merchants are playing up 
more strongly the idea that the season 
will be featured by garbs of unusual 
brilliance and a much larger than 
ordinary variety of colors. This idea is 
reflected in the displays of shoes and 
the statements of managers of shoe 
stores. 


THE AMES COMPANY 


Pushing New Boot with a Shadow 
Silk Top 

The Ames Company, for instance, is 
pushing a new Fall boot, which came in 
shadow silk top. The shoe is in either 
patent leather or soft brown kidskir, and 
the lustrous silk top to match has made 
quite a hit with patrons of this store. 

The women say that the top makes 
a particularly attractive effect and fits 
in perfectly with the vari-colored gar- 
ments that are the rage this year. 

The Ames Company also reports 
quite a sale of pearl button shoes in 
black and brown suede, with an unusual 
demand for the latter. 


AT POCOCK-WOLFRAM’S 


Novelties and Two-Tones— White 
Buck Shoes Popular 
Pocock-Wolfram, 520 Euclid Avenue, 
have to the fore novelties and two-tones. 
There are patent vamps with beaver 
kid tops—patent with gray kid tops, in 


both button and lace—all beaver kid and 
all gray buck. 

While there has been a good sale of 
grays, yet the taste in Cleveland is 
largely for blacks and browns, with the 
latter enjoying a heavy run. 

A supply of white buck shoes for 
dress that were placed on sale by this 
company took well. 


AT HIGBEE’S 


A Great Variety of Styles and 
Colors 


The shoe department of Higbee’s has 
assembled a great variety of styles and 
colors, the buyer going on the theory 
several months ago that this was the 
big season for novelties. 

At this store the management is 
pushing boots in the newer, lighter 
shades of tan with contrasting buck- 
skin uppers and full Louis XV heels. 
These are nine-inch laced models, and 
special attention is called to the fact 
that this is a handstitched welted boot. 

Boots of patent leather with light 
gray kidskin uppers, welt soles and 
full Louis XV heels; street or dress 
boots of light weight, nut-brown 
Russia calf with 9 inch laced uppers, 
Louis XV heels and welt soles, and 
walking’ boots of tan calf in the new 
nut-brown shade, light weight, in either 
cuban or military heels give a line on 
what this store is selling. It also 
gives an idea of the demands of the 
consumer, as the shoes exhibited are 
moving well. 


Louisville 


PROFITS SATISFACTORY 


The Repair Business Exceptionally 
Heavy—Number of Shops Increase 


Business in doilars and cents is show- 
ing a gain and profits are very satis- 
factory. It is claimed that more shoes 
are being repaired now than at any 
previous time, and this claim is borne 
out by the fact that there has been a 
remarkable increase in the number of 
shoe repair establishments in the down- 
town section. All of these appear to be 


making money, and the number of sub- 
urban cobbler shops does not seem to 
show any decrease. Due to the high 
cost of shoes along with the high cost of 
living and educational puklicity on the 
part of some of the shoe service shops, 
the public is conserving and having 
shoes repaired. 

This is also very true in the dry 
cleaning and dyeing business, such con- 
cerns reporting the heaviest volume of 
dyeing on record, showing that the 
public is conserving all along the line. 
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Black, $1.60 
Colors, $1.85 
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PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street ~ Haverhill, Mass. 
Boston Office, 207 Essex Street 
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BULLETIN 'NG'S 
Every trade advantage is 
possible to dealers buying 
the ‘models of fine shoe- 
making we show. We can 
provide styles and work- 
manship at prices that 
make it pay to send orders 
our way. Samples? Sure! 
Any time. Write today. 
L. SCHAPIRO SHOE CO. 
73 South St., Boston, Mass. 











Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 
HenryKleine & Ce. 
Chicago 








SOFT SOLES 


We make a com- 
owed line of Soft Sole 
by Shoes. 
Send for price list. 
THE REYNOLDS SHOE 
& GLOVE CO. 


Se. W. Cor. 3d & Main Sts. 
Cincinnati, Ohie 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
MASS. 


Where to Buy Styizs 
An extra editorial service to “Recorder” 


readers, free for the asking, with authentic 
information on current problems. 
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A FIGHT ON 


Retail Shoe Merchants Wish Camp 
Taylor Retained 


Louisville retail shoe merchants 
thought that Camp Taylor had become 
permanent when it became headquarters 
for the first division of the Regular 
Army, but it has recently been  re- 
ported that Washington is planning to 
dismantle the camp. A fight has been 
started in an effort to keep the camp. 
Although the Regular Army unit only 
consists of about eight or ten thousand 
officers and men it means considerable 
to the retail merchants and every effort 
will be made to keep the big canton- 
ment. Civic, trade. and commercial 
bodies are entering the fight with a vim. 


SHOE MANUFACTURERS 


Show Heavy Increase in Sales— 
Output Sold Ahead 


Louisville shoe manufacturers report 
a heavy increase in sales month by 
moath, with output sold ahead for many 
months to come, resulting in salesmen 
being called in from the road by several 
houses. Wholesalers are having con- 
siderable difficulty in placing orders for 
1920. 


NEW LOCATION 


Byck Brothers to Occupy Store One 
Block South 


Byck Brothers expect to start work 
in the Spring on converting an old build- 
ing at Fourth and Guthrie Streets into 
a modern shoe store, which it is claimed 
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will be"one of the finest in the South. 
The company will be forced to move 
from its present location next year, as 
the property has been leased to one of 
the chain ten cent store companies on 
a long lease. Byck Brothers moved to 
the present block about twenty years 
ago following the destruction of the 
old Masonic Temple building by fire. 
The new location will be a block south 
of the present one. 


MANAGER JACOBS 


Of the Dan Cohen Company Work- 
ing On Publicity 


Manager Jacobs of the Dan Cohen 
Company store, in discussing business 
conditions, said: ‘“‘There is a lack of 
snap to demand at the present time, 
and we are working hard on our ad- 
vertising and sales campaigns to bring 
the public in. Colder weather will 
probably help things materially.” 


STORE NEWS 


From Crutcher & Starks and Selz 
Royal Blue Store 

Fred Kohler, manager of the Crutcher 
& Starks shoe departments, in discuss- 
ing the situation said: “Business is not 
as active as it was, but things as.a whole 
are in excellent conditions, and we have 
no fault to find. Prospects are for a 
big holiday business.” 

The Selz Royal Blue Store, Louis- 
ville, Frank Miller, manager, has 
recently installed a complete set of 
white wicker fixtures, which are being 
used to considerable advantage in 
arranging attractive window disnlewv- 


Gan Hrancisco 


THE STRAP PUMP 


Popular—Also Suede Footwear and 
Winter Sport Shoes 


The latest style innovation in foot- 
wear has arrived in San Francisco in 
the form of the strap pump. This idea 
developed in black satin on a slender 
last is meeting with instant approval 
for dressy wear. While a number of 
models showing the short vamp French 
last are to be seen, they have not found 
favor with the shoe fraternity and it is 
still an open question whether they will 
be extensively sold here. 

Suede footwear is still one of the 
popular leads—both high and low shoes 
with black slightly in advance as a color 
favorite. 

Winter sport shoes, principally of the 
golf type, are very good sellers, being 
worn on the street with woolen stockings 
as well as on the links or in the field. 


A BANQUET 


To Emporium Employes by Krohn- 
’ Fechheimer Company 


An affair that met with the decided 
approval of the staff of the Emporium 
Shoe department was a banquet given 
the latter part of October in the Blue 
Room of the Hotel St. Francis by the 
Krohn-Fechheimer Company, manu- 
facturers of the Red. Cross shoe for 
which the Emporium is exclusive San 
Francisco agent. Twenty guests, all 
Emporium employes, enjoyed an elabo- 
rate dinner, listened to a number of 
interesting talks on Red Cross shoes 
and viewed the large line of samples. 
E. K. Woodrow, publicity man for the 
Krohn-Fechheimer Company, was pres- 
ent and spoke regretfully of the illness 
of Saul Berner, Western representative 
of the company, which prevented him 
from joining in the festivities. A. B. 
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Champion, manager of the women’s 
shoe department of the Emporium, and 
M. Prince, assistant manager, were 
called upon for a few remarks while Al 
Innes of the Standard Felt Company 
delighted those present with a number 
of his inimitable stories. 


WHITE HOUSE 


Down-stairs Shoe Department Re- 
cently Opened—Clyde Dibble, 
Manager ‘ 


The down-stairs shoe department of 
the White House was opened a short 
time ago with great success under the 
management of Clyde Dibble. A num- 
ber of real bargains in footwear claimed 
the attention of the public and made 
them acquainted with the character of 
merchandise to be obtained there. Mr. 
Dibble is now in the east on a Spring 
purchasing expedition. Another local 
shoe department manager, “Bud” 
Reedy of Hale Bros., is also at the manu- 
facturing centers on a similar trip. 


WALK-OVER SHOP 


Frank Werner to Attend 1920 N. S. 
R. A: Convention 


Frank R. More, buyer for women’s 
shoes in the Walk-Over shop here, made 
a trip East in October on account of 
the recent style developments. He 
states that spats are very popular again 
and spoke of the comperatively small 
number of high shoes that are being 
sold in San Francisco. Frank Werner, 
proprietor of the Walk-Over store, 
expects to leave about the first of the 
year for the National Convention at 
Boston. After attending this session, 
his plans are to remain for the Walk- 
Over Dealers’ Convention at Brockton 
which follows soon after the National 
gathering. 
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Sale Days 


The Walk-Over shop has inaugurated 
a system of sale days which are meeting 
with much success, according to Russell 
Werner, who assists his father in the 
management of the store. On two days 
of the week, special reductions are 
offered on certain selected lines, the re- 
ductions usually running less than $2 
per pair, while on Thursday which was 
found to be the dullest day of the week 
a special $2 reduction was offered in 
order to bring up the sales average. In 
consequence, Mr. Werner says that the 
average has not only been kept up to 
the mark but the volume has increased 
in spite of strike conditions in this 
vicinity which have affected all retail 
establishments to some extent. 


MANAGEMENT CHANGES 


Carol Wills Now at Capwell’s De- 
partment Store 


Carol Wills has severed his connec- 
tions with the firm of Hallahan & Sons 
and is devoting all his time to his shoe 
department in Capwell’s department 
store in Oakland, Cal., and completing 
arrangements for the Spring opening of 
the new shoe department which is 
planned for the City of Paris in San 
Francisco. Mr. Spillman has taken Mr. 
Wills’ place with Hallahan & Sons, 
representing them in the Middle West- 
ern States. 


CONGRATULATIONS 


To George McKay, Manager of 
Royal Shoe Company 


Congratulations are in order for 
George McKay, manager of the Royal 
Shoe Company of San Francisco, who 
was recently married to Miss Verna 
Morris, also of this city. 


Philadelphia 


RETAIL VOLUME HOLDS 


But Few Merchants Note Increases 
—Big Spat Demand 


The volume of retail trade remains 
good. For a period of a few days it 
was considerably stimulated by the 
coldest weather which Philadelphia 
has experienced this season. In sum- 
ming up for the last couple of weeks, 
however, the total figures show slight, 
if any, advances in the cases of most 
stores. There is no question, however, 
that business is holding its own. There 
has been a marked increase in the 
demand for women’s spats; and despite 
the fact that there has been no snow- 


fall here so far, sales of rubber goods 
show some advances. 
ROAD MEN RETURN 


Factories Report That 
Exceeds Expectations 


Season 


So far as volume of business is con- 
cerned all of the Philadelphia factories 
report that the season, if anything, has 
exceeded expectations. Most of their 
travelers are in now, and virtually all of 
them will be in by the end of the month. 
The majority of the men declare that 
they could have sold much more than 
they did were they not held down by 
considerations of production, and they 
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indicate pretty clearly that in most 
sections of the country all of the retail 
shoe merchants did not get the volume 
of orders across which they would have 
liked. 


MERCHANTS OPTIMISTIC 


Regarding Next Season—Big Delega- 
tion Coming to National Con- 
vention 


Philadelphia merchants are quite 
sanguine about next season, though as 
to just what will happen beyond that 
very few of them are prepared to say 
too definitely just what they expect. 
Those who are going to attend the 
Boston convention are looking forward 
to it in large part on account of the 
opportunity it is going to give them to 
talk things over with merchants from 
other sections of the country, to those 
little private sub-conventions which 
have taken place around the dinner 
table almost exclusively since July 1. 
It looks like a very big delegation from 
Philadelphia, much larger than this 
city sent to St. Louis. In a measure 
this is natural, owing to the difference 
in distance, but it’s not all due to that; 
there has been a marked increase of 
interest among Philadelphia merchants 
in the national situation in the past 
several months. 


HIGH SHOES POPULAR 


Oxford-Spat Combination Still Lags 
in this Section 


Very few Philadelphia men have 
taken up the oxford-spat combination 
and cold weather is now sufficiently en- 
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trenched to make it quite clear that it is 
not going to be popular at all among men. 
The demand for high shoes, however, has 
shown a proportionally heavy advance, 
with special emphasis on heavy models. 
This buying of heavy shoes where 
lighter weights were in demand before 
is but another evidence that the 
public is quite serious in its attitude 
toward economy. Blacks and tans 
are the heavy leaders, with the deepest 
shades of the latter leading the black 
considerably in the $10 and $12 range 
of prices. At prices below this blacks 
are making a much better record com- 
paratively. 


MARKS ANNIVERSARY 


Boston Store, Nine Years Old, Holds 
Special Sale 

The Boston Shoe Market last week 
staged its Ninth anniversary sale with 
an offer of 100 styles in women’s and 
large girls’ shoes ranging from $8.89 
all the way down to $1.89. The lowest 
price offered was $1.19 on certain grades 
of children’s shoes. Even men’s shoes 
were brought as low as $2.89, though 
sales ran pretty heavily. at the upper 
end of the price range. ~ 


OTHER SALES 


At Kinney’s and at Lit’s Shoe 
Department 

Kinney’s, however, has just managed 
to squeeze some offerings in children’s 
shoes down to 98c. 

Lit’s shoe department wasn’t far 
away either, with 1,100 pairs of women’s 
high shoes, offered as $5 and $6 values, 
at only $1.95. 


New York City 


THE RETAIL TRADE 


Cold Weather Stimulates Sales— 
Prices Curtail Consumption 


The retail shoe business for the past 
week in New York was characterized by 
leading merchants as “fair.” On the 
whole, it appears that the regular shoe 
shops are doing a volume of business 
about on a par with last year, as far 
as the number of pairs sold is con- 
cerned, while the shoe departments in 
the big department stores are running 
behind last year’s pair volume except in 
afewinstances. Cold weather has stimu- 
lated sales to a certain extent, but high 
prices, according to trade leaders, have 
effectively curtailed consumption. With 
this in view some of the merchants are 
preparing to carry smaller stocks next 
Spring than usual, believing that con- 


sumption will fall still more when the 
Spring’s prices are named to the 
customers. 

Women, according to a leading retail 
shoe merchant of 30 years’ experience, 
are not buying as many shoes as they 
formerly did. They buy one, or at most 
two pairs, now, and choose them for 
general service. In former years the 
average women had several pairs of 
shoes, each designed for a different 
occasion. This, according to the man 
in question, has brought about a greater 
demand for staple shoes which will look 
well on the street and for indoor affairs 
as well. 

This tendency also is noted in 
men’s shoes by a leading manufacturer 
of high-grade footwear. His best sellers, 
he says, are shoes of conservative 
construction. 
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PRICE CUTTING 


To Stimulate Sales, According to 
Manager of Shoe Section 


Price cutting goes merrily on. Each 
day sees some department store adver- 
tising a special sale. 
is necessary, according to the manager 
of one of the largest shoe sections in the 
city, to move the stock out as rapidly 
as the merchandise managers desire. 
The Queen Quality store on 34th Street 
entered the lists with a special two-day 
offering of high shoes in a great variety 
of styles and leathers at $7.75. At this 
price no C.O.D. orders were accepted. 
The advertisement stated that the shoes 
had former values up to $15.00. Gimbel 
Brothers ran a special on Winter boots 
in ten styles at $10.83. 


PUMPS AND OXFORDS 


Of Brogue Type Popular—Blacks 
Selling Well 


Women still continue to buy pumps 
and oxfords and the demand for these, 
according to all indications, will hold 
good throughout the Winter. This is a 
possible explanation for the price re- 
ductions in high shoes. A perusal of 
newspaper files for the last month shows 
that more sales of high shoes have taken 
place than of low shoes. 

Oxfords, particularly of the brogue 
type, are selling well to men, although 
at present high shoes are running strong. 
Blacks appear to have about equal call 
with tans. 

The Parker & Deimer store on Broad- 
way, near 37th Street, is showing a 
man’s English brogue of “Imported 
French black enamel.” 


NEW SHOE STORE 


Another Shop to be Opened by The 
J. B. Bootery 


The J. B. Bootery, specializing in 
“Cantilever Shoes’’ (corseted arch and 
straight line sole), will open a new store 
at 22 West 39th Street on December 15. 
The concern now has a store at Lexing- 
ton Avenue and 60th Street. 


FALL 1920 MODELS 


Orders to Be Taken by Manufactur- 
ers *‘At Value”’ 


Fall 1920 models will be ready for the 
trade within a few weeks or at most a 
month, according to some of the high- 
class manufacturers here. A prominent 
manufacturer of men’s shoes stated that 
he has planned his Fall line and will be 
ready to take orders soon. The orders 
will be taken “‘at value;’’ prices to be 
determined at the time of delivery and 
based on actual costs at that date. 

In connection with production costs, 


This stimulation - 
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a Newark manufacturer said that his 
costs and those of a St. Louis manu- 


. facturer with whom he compared notes, 


were exactly the same, except in the 
overhead charges. This appears to 
prove that manufacturers are all oper- 
ating about on the same basis at the 
present time. 


CHANGE OF NAME 


M. B. Lande Shoe Company Now 
Lande Rutkin Shoe Company 


The M. B. Lande Shoe Company has 
become the Lande Rutkin Shoe Com- 
pany owing to the association with the 
house of Herman Rutkin who for several 
years past has been connected with the 
Diamond Shoe Company. 

This change is more than a mere 
change of business style since it will 
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HERMAN RUTKIN 


carry with it some very important 
changes of policy. One of the most im- 
portant of these will be the addition to 
their in-stock lines, a line of factory 
make-up goods. While this is true of 
both their men’s and women’s shoes, 
they will specialize so far as this de- 
partment is concerned very strongly 
in the men’s goods. 


Change in Policy 


Another of the changes of policy of 
the house will be the centralizing of 
effort upon well known but unbranded 
shoes rather than specializing upon the 
branded lines with which the M. B. 
Lande Shoe Company was previously 
identified. The field of effort on the 
part of the house will be very consider- 
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INFORMATION fiaccn 


“Where to Buy” constitutes a 
source of knowl so that he who 
runs through these pages may read 
—and learn. 
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ably expanded and service will be ren- 
dered to the trade in a greatly extended 


territory both by means of an increased . 


sales organization and by a more com- 
pletely developed mail order depart- 
ment. 

Mr. Rutkin, whose name is added to 
the firm, is personally most excellently 
adapted to his new duties through 
qualifications of wide acquaintance, 
experience and such personal char- 
acteristics as aggressiveness, initiative 
and personal adaptability. It is, there- 
fore, a foregone conclusion that the 
influence of the house under its present 
policies will be greatly augmented as 
these policies are developed. 


AT BUSH TERMINAL 


Buyer T. B. Anker of Christiania, 
Norway 


Among the foreign buyers who 
recently visited the Bush building was 
P. B. Anker of Christiania, Norway. 
He intimated that he was ready to 
make a large purchase of women’s and 
men’s shoes if he could find a manu- 
facturer who could make deliveries. 

In this connection, export selling 
agents in New York say that foreigners 
are buying many American models 
now, since it is impossible to obtain 
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more of the regular European models 
which manufacturers formerly supplied. 


INFANTS’ SAMPLE SHOES 


Display at Bush Terminal by Donald 
Shoe Company 


Samples of infants’ and children’s 
shoes, up to the age of six, made by the 
Donald Shoe Company of Philadelphia, 
are now in the selling service display in 
the Bush Terminal Sales Building. 


NEW BUCKLE FIRM 


Block Hirsch Company, 162 West 
34th Street 


Al Block, for many years represent- 
ing the Fishel Nessler Company, will 
sever his connections with that con- 
cern on January 1 and will begin the 
manufacture of a general line of shoe 
buckles, metal and rhinestone. The 
firm will be known as Block Hirsch 
Company, 162 West 34th Street. 


PHILIP BENJAMIN 


Representing Fuller and Bense in 
Brooklyn, N. Y. 


Fuller and Bense of 126-128 Summer 
Street, Boston, has secured as its New 
York representative Philip Benjamin, 
345 Myrtle Avenue, Brooklyn, N. Y. 


Lynn 


LYNN IS. STEADY 


Production Strong, Prices Firm, 
and Styles ‘‘As Are”’ 


Lynn shops will continue to run to 
capacity to the end of the year. A 
foresighted manufacturer predicts that 


this condition will continue until next 


Easter time. 

Oxfords are selling today at the 
factories at the same price as did boots 
last Spring. This is really an advance. 
Oxfords take less material and labor 
than do boots. But costs have so 
advanced that it is now as expensive 
to make oxfords as it was to make boots 
last Spring. 

Styles show no great changes. Some 
manufacturers are making modifications 
in details of shoes for next year. They 
wish to please particular customers, 
but the bulk of shoes are of styles as 
they are.. 

“It is more shoes, and not more 
styles in shoes that the trade desires.” 
So says one manufacturer, who, like 
others, is giving his attention chiefly to 
problems of production. 


A COMBINATION BOTTOM 


New Brogue Has Both Rubber and 
Leather in Sole 


A new brogue style shoe, for next 
Spring, has an upper of strong Russia 
calf leather, and a bottom with an outer 
sole of leather and a mid sole of rubber. 

The bottom is ; inch thick, counting 
the two soles and the welt. This is a 
heavy bottom. But the upper is heavy 
and will carry the heavy bottom all 
right. 

Coldproof, and reasonably water- 
proof, is this bottom. 


STRENGTH AND SERVICE 


Split Upper, Hemlock Sole and 
Metallic Fastenings 


A line of shoes for boys, made in a 
North Shore factory, has an upper of 
rée-tanned splits, and a sole of hemlock. 
Both the upper and the sole are extra 
heavy. To hold them together securely, 
the manufacturer fastens them with the 
standard screw machine. 

The re-tanned splits are from chrome 
tanned cow hides. They are re-tanned 
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in bark. The leather is long wearing 
and is comparatively cheap. The 
standard screw machine was used for 
fastening soles to the Pershing army 
boots. 

NEW SHOE FIRMS 


One Starts in Lynn and Another 
in Beverly 

The Colonial Shoe Company, Lynn, 
has been formed by Costas Condikey 
and others. Mr. Condikey is president 
of the Puritan Shoe Company, of 
Brockton. The Colonial Company has 
bought the Sweetser building, a brick 
block on the corner of Washington and 
Oxford streets. It will soon occupy it, 


* and fit it up for making 800 pairs of 


women’s welt shoes daily. 


The Reliance Shoe Company, with a’ 


capital of $50,000, has been formed by 
Jacob Glen and other Lynners. It has 
leased space in the Association factories 
at Beverly. 


SHOES TO CUBA 


Lynn Has Large and Old Established 
Trade There 

Lynn is sending many thousand pairs 
of shoes to Cuba these days. Some 
are of the prevailing American styles, 
some are of the Cuban style, and some 
are of the common comfort style. Lynn 
has been building up a trade with Cuba 
for 15 years or more, and Lynn manu- 
facturers have some good accounts in 
Cuba. 
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In olden days, by the way, Seth 
Bryant, a Boston merchant, sent shoes 
to Cuba, and traded them for sugar. 
He got more sugar than he could sell in 
Boston. So he sent his surplus sugar 
to Russia, and traded it for hides. 
He brought the hides back to.Boston 


‘ and had them made into leather. 


NOT COMMON 


Cancellations Are Few and Far 
Between These Days 


Some Lynn manufacturers haven't 
seen a cancellation of an order for so 
long that they have forgotten what 
it looks like. In one case, a buyer 
ventured on a cancellation. The next 
day he wired that he wrote in haste, and 
repented in haste, too. But his shoes 
had been sold to another fellow, and he 
had to re-order at a higher price. 


UNDERMOST IS UPPERMOST 


Bottom Stock Is Now the Leading 
Feature in Lynn 


The bottom stock industry has the 
spot light in Lynn these days. Hilliard 
& Merrill, Inc., have started to build a 
$1,000,000 plant in Lynn, to accom- 
modate their cut sole business. Lindsey 
& Hall have bought a five story factory 


on Willow street for the accommoda- . 


tion of their business. Other activities 
there are, all showing that Lynn is going 
to build up a big business in cut stock. 


Rochester 


BUSINESS UNUSUALLY BRISK 


Cold Weather a Stimulant— 
Brogues in Much Favor 


The cold snappy weather of the past 
two or three days has evidently sug-- 
gested to the public thoughts of heavier 
shoes intended for Winter wear, for 
business has been unusually brisk in 
both men’s and women’s shoes, and as 
has been the case throughout the year 
the better grades of shoes are the ones 
that are most in demand. 

For men, brogues continue to be in 
great favor, also shoes built on English 
lasts. For women, black kid dress 
boots of laced pattern, with plain toe, 
welted sole and leather Louis heels 
seem to have the call. 


HEAVY BUYING 


By Italians—Shoes Purchased $9 
to $15 the Pair 


Shoe merchants of State Street report 
heavy purchases of highest priced shoes 
by Italians, who have heretofore been 


known to want only the cheapest of 
merchandise and who formerly spent 
hours and probably days looking for 
the cheapest shoes obtainable. Today 
all this is changed and it is nothing 
unusual to have an Italian purchase 
several pairs of shoes ranging in price 
from $9 to $15 per pair. State Street 
merchants, as well as other merchants, 
who are getting this trade are wondering 
whether these shoes are being purchased 
for the use of the buyers, or if the pur- 


_ chases are being made for friends and 


relatives in Italy, where it is practically 
impossible to purchase shoes at any 
price. 

SELF-SERVE STORE 


Of Morton Shoe Syndicate Opened 
to Public 


On Saturday, November 22d, the 
doors ol the Morton Shoe Syndicate’s 
new self-serve shoe store located at 
312,East Main Street were opened to 
the public, and one of the largest 
crowds that ever aitended a shoe store 
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opening were on hand to enjoy the 
benefits of profit sharing and to inspect 
the self-service system. 


HOLD GET-TOGETHER 
Salesforce of Sterling 


The regular morthly get-together 
meeting of the salesforce of the Sterling 
Shoe Store was held at the home of 
J. Schmanke, manager, on Thursday 
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evening, November 13. Topics of the 
day were discussed by Mr. Schmanke, 
who spoke on the value of the spirit of 
co-operation, the success of the new 
advertising campaign, the question of 
turnovers, and the increase of sales. 

Amusement in the form of moving 
pictures was furnished by Mr. Schmanke 
who showed several reels that he him- 
self had personally taken. Luncheon 
was served by Mrs. Schmanke. 


Charleston, 8.C. 


BUSINESS GOOD 


Local Shoe Merchants Selling Much 
Winter Footwear 


Boot and shoe merchants in Charles- 
ton are now wearing ‘‘the smile that 
won’t come off,” for the long delayed 
cold weather has arrived and the de- 
mand for Winter footwear has increased. 
While the public have been buying 
enough to keep the wolf from the doors 
of the shoe merchants during the past 
two months the sales have been very 
low on high shoes. 


ELLISON SHOE STORE 


Makes Statement Regarding High 
Shoes and Other Features 


Asked for a statement on the local 
shoe situation Morris Ellison, proprie- 
tor of the Ellison Shoe Store, said: ‘‘It 
may be interesting to you to know that 
the general output of shoes for women 
this Fall has been far above any previ- 
ous season we have as yet experienced. 
The weather here has been a great draw- 
back to the selling of high shoes, and 
now that cold weather is here, we expect 
and are looking forward to a tremendous 
season. 

“The shade that has been most popu- 
lar and in big demand has been field 
mouse, brown and gray, and the black 
has been in considerable demand. As 


to heels, our trade has called for the 
French covered and Louis heels for 
dress wear, and the military heel for 
walking. 

“Not fearing or thinking in the least 
that possibly prices may be lower for 
Spring footwear, we bought very 
heavily and intend to make a big dis- 
play of Spring footwear, using our new 
store to good advantage.” 


New Quarters 


The Ellison Shoe Store is now occupy- 
ing new quarters, which is equippedwith 
modern conveniences and fitted up with 
elaborate style. The store makes an 
excellent showing and is very attractive 
at night when fully illuminated. 


RETURNS SATISFACTORY 


Louis Jacobs, Manager of Jacobs’ 
Shoe Store, Reports 


Louis Jacobs, manager of the Jacobs’ 
Shoe Store, says that while his firm has 
not sold as many shoes during the past 
year as during previous years the net 
returns’ have been as satisfactory, for 
the public is buying the better grade of 
serviceable footwear. His firm is also 
buying conservatively and keeping to 
the established lines. They are placing 
no orders with manufacturers other 
than those whose products they have 
been handling for years. 


Buffalo, N.Y. 


CHRISTMAS FOOTWEAR 


Sold Lower Than if Bought on 
Present Market 


Purchases of Christmas footwear 
have begun more than five weeks before 
the great holiday. The following note 
is being struck by most of the shoe mer- 
chants in order to stir up early holiday 
buying: “That when holiday slippers, 
etc., were bought months ago, wholesale 
prices were considerably lower than 


holiday market values; also that if 
holiday prices are sold out before 
Christmas they must be replenished at 
higher prices.” 


EARLY ORDERING 


Will Be the General Policy in the 
Future 


It is expected that when the Christ- 
mas rush is in full swing, local re- 
tail shoe merchants will not have a 
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sufficient supply of goods to fill the 
demand, but nearly all will likely have 
a fair amount of goods to make a profit- 
able showing at the end of the year. 
The short-sighted ones who erroneously 
figured that the authentic information 
given out in advance, as to the shortage 
of labor and supplies, was only a scare, 
so that the shoe manufacturers could 
sell more goods, are mentally perturbed. 
It is likely that the next two, three or 
even five years they will not ignore the 
advice to order early. 


SPECIALS FEATURED 


At Hengerer’s, Marsh’s, Adam’s 
Barton’s and Watters’ Stores 


Specials recently featured at Buffalo 
shoe stores included the following: 
William Hengerer Company, women’s 
Winter boots, brown kid vamp, with 
beaver kid top, welt sole, etc., lace or 
button, $10.85; C. B. Marsh, men’s 
brown and black leathers, narrow Eng- 
lish or comfort type, $7.50 to $14.00; 
J. N. Adam & Co., women’s boots, 
steel, taupe, medium or battleship gray 
kidskin, $4.45, also men’s, women’s and 
children’s rubbers, 69 cents; Barton’s, 
clearance of women’s shoes at $1.95, 
$2.95 and $3.95; Watters Boot Shops, 
annual economy sale, women’s ma- 
hagony Russia calf boots, with walking 
heels, $8.85. 


AT EASTWOOD'S 


A Drive Being Made on Children’s 
Felt Slippers 


““More than half the shoes men are 
buying in the Eastwood stores are made 
of dull black calfskin or black kid,”’ is 
the recent announcement of Wm. East- 
wood & Son Co. This firm is also mak- 
ing a drive on children’s felt slippers. 
The company paints a cheerful picture 
of ‘‘father putting on his house slippers 
and the youngsters, filled with a desire 
to imitate him, following the same 
plan.” 


DAINTY FOOTWEAR 


Dolls Feature “‘The Story Telling 
Hour”? at Adam’s 

Dolls wearing dainty footwear were 
featured in a window display to adver- 
tise ‘‘The Story Telling Hour,” at J. N. 
Adam & Co’s. department store. A 
number of kiddies’ story books were 
also featured. Backing up the window 
display was a real “story telling hour’ 
celebrated at the store. A fine flock of 
light-hearted, rosy-cheeked children 
enjoyed the eveat. Parents were in- 
vited to bring their youngsters and pass 
the invitation along, ‘‘as we are going to 
have a good time.” - The response was 
excellent. From a business viewpoint it 
was noted that scores of grown-ups who 
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DETROIT 
PONCHATRAIN HOTEL 






CHICAGO 
603 SECURITY BLDG. 


LOS ANGELES 
HAYWOOD HOTEL 
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perhaps had been doing part oftheir ~ 


trading elsewhere were present and 
later made purchases in the shoe and 
other departments. The program was 
well arranged. George Diehl told 
stories from life and Miss Elizabeth 
Burt of the children’s department of 
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the Buffalo Public Library told stories 
from books, Boy Scouts acted as guides 
and gave exercises in bugling, fire- 
lighting by friction and signaling. The 
claim that the shoe department of this 
store has a small army of young boosters 
can hardly be doubted. 


Lynchburg Va. 


THE RETAIL TRADE 


Good Quality Shoes in Demand 
Despite High Prices 


The retail shoe trade has been more 
active here during the past fortnight 
than at any timg this Fall. Local 
retail shoe merchants report increasing 
sales daily, the recent cold’ spell having 
acted as a spurt to buyers who had been 
endeavoring to make their oxfords go 
as far into the Fall as possible. Shoes 
of good quality are still in most demand 
despite the high prices, but buyers are 
paying more attention now, apparently, 
to price than has been their custom 
heretofore. 


With the Manufacturers 


Local manufacturers are being kept 
rushed to fill orders and some find it 
impossible to keep up with the orders. 
Although merchants are buying in 
comparatively small quantities on ad- 
vice of the manufacturers, the demand 
is reported brisk and steady. Collec- 
tions are good and the prospects are 
bright for a record-breaking year. 


CHARLES G. CRADDOCK DEAD 


Vice President of the Craddock- 
Terry Company 


Charles G. Craddock, vice president 
of the Craddock-Terry Company, 
Lynchburg, Va., shoe manufacturers, 
died at bis home here on the night of 
November 21, following an illness of 
several months duration. 

Mr. Craddock was the son of Dr. 
Charles G. Craddock and Anna Easley 
Craddock, and was born in Halifax 
county. He was about 50 years old. 
He came to Lynchburg about 25 years 
ago and entered the employ of the 
wholesale dry goods house of Gug- 
genheimer and Company. Sometime 
afterward, he became connected with 
the late C. H. Almond in the wholesale 
hat business and still later was one of 
the organizers of the wholesale notion 
house of Oglesby, Tutwiler and Com- 
pany. Disposing of his interest in this 
business, he engaged in the manufacture 
of soap with headquarters in Chicago 





and later in Cincinnati, where he was 
successful in establishing brands which 
became widely known. 


1905 Enters Shoe _ Business 


He sold out his soap business, and in 
1905 became connected with the 
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THE LATE CHARLES G. CRADDOCK 


Craddock-Terry Company as manager 
of the sales force. 

He later was made one of the three 
vice-presidents, the others being A. P. 
Craddock, of Lynchburg, and W. F. 
McElroy, of St. Louis. He also was 
vice president of the Old Dominion 
Box Company, and served for several 
terms as presiden: of the local chamber 
of commerce. 

He was married in 1913 to Miss Cora 
Field, and is survived by his wife, three 
daughters, Ella, Cora and Ann Gran- 
ville, and by three brothers, John W. 
Craddock and A. P. Craddock of 
Lynchburg, and Dr. T. E. Craddock of 
Asheville, N. C. 

As a mark of respect to Mr. Craddock 
the local factories. of the Craddock- 
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Terry Company were closed on the day 
following his death. 


FRITZ-RICHARDS COMPANY 


Women’s Shoe Manufacturers Re- 
cently Incorporated—Capital 
$125,000 
A new shoe manufacturing concsrn, 
to be known as the Fritz-Richards Com- 
pany, has been organized here, and will 
begin business as soon as a plant can be 
constructed and the necessary equip- 
ment installed. The company starts 
off with a capital stock of $125,000 
divided into $60,000 common and 

$60,000 preferred. 

The officers of the company are 
C. N. Richards, president; J. L. Fritz, 
vice-president and general manager; 
J. M. Andrews, treasurer and John W. 
James, secretary. These, with Ferdi- 
nand D. Miller, Mayo C. Brown and 
Charles Richards, constitute the board 
of directors. 

The company has purchased ground, 
and will erect immediately a modern 
fireproof factory of daylight con- 
struction. The company will begin 
operations with the employment of 100 
operatives, and will manufacture wom- 
en’s shoes. 

The men composing the executive 
management are practically all Lynch- 
burg men. C. N. Richards has been 
connected with the shoe manufacturing 
industry for about 15 years, having been 
with the Craddock-Terry Company of 
Lynchburg about seven years and with 
the McElroy-Sloan Shoe Company of 
St. Louis, the Ferris Shoe Company of 
Cleveland, and more recently with the 
Holter Company of Cincinnati. 

J. L. Fritz for many years was with 
the Craddock-Terry Company as super- 
intendent of their Southland factory 
here. John W. James has been associ- 
ated with office organization for the 
Craddock-Terry Company for several 
years, while Mr. Andrews, the treasurer, 
also formerly was associated with the 
same company. 


‘**Profiteering”’’ Agitation 


Counteracted by Good Work of 
Kansas Association 


The “profiteering” agitation which 
resulted in some unfair and unpleasant 
publicity in Kansas, has passed over. 
The statement of conditions made by 
officers of the Kansas Retail Shoe Mer- 
chants’ Association to Governor Allen 
was given widespread publicity, which 
did much to overcome the wrong im- 
pressions. Meanwhile Topeka firms 
are selling shoes on the basis of whole- 
sale prices actually paid and not on that 
of the advancing market. 
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TGrrect Dodg e 


FOR ALL OCCASIONS 


IN STOCK 





SILVER AND GOLD CLOTH SLIPPERS ee lg Pit es 


Louis Wood Covered Heel. 
WUE dicen. cvncdadixtetar $7.00 


E have tried be the most satisfactory. 
many methods Silver Cloth shoes are a pag Pgs: 
of proofing Silver coming through the 

Stock No. X251—Same style 
and Gold Cloth shoes works every day. The a iicteee Landes eee 
against tarnish We first orders received are $7.00 
admit that our own the first orders shipped. Stock No. X252—Same style 
proofing has proven to Get your order in line. in Dull Calf. Price. . . $7.00 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bidg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bldg. 
Great Northern Bidg. 
Montgomery, Ala. Kansas City, Mo. Philippine Islands 


30 Galena Ave. 537 Ridge Bldg. 304 Roxas Bidg., Manila 


All goods sold F. O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 
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i 
SPECIAL TRAIN 
Leaves Vanity 
CINCINNATI CINCINNATI 
for BOSTON sO) Svan 
SATURDAY EVENING, JANUARY 
JANUARY 10th NS —_ 
Arrives ‘ : OS aN 


Boston, Sunday Evening of the 1 Ith. Hotel Anton 
Arrange to visit us in Cincinnati and 
fall in with Redland Boosters as we 
invade the sand of the ‘‘Sacred Cod”’ 


























¢ 
For reservations on the “Special 
Shoe Train,” address 
FRANK J. WEBER, Sec., 
Room 209 
Chamber of Commerce 
Cr) Cincinnati -- -- Ohio 
' r} .' 
4 { ; 



























































Att Fountain Square 


Cincinnati 
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B-027—Brown Ooze Calf, 9-inch iam Turn, 19-8 “ 
comets _ pions Vamp Last, AA toD............. $10. 
Ooze Calf asabove, AAtoD.......... $10. ro 
Bids Blak Ooze ~ 9 Lace, NicKay (Flexible), 
19-8 Leather Louis Heel, A to D...............4.-- $8.00 
Above in Stock, Quick Delivery 


High Grade Shoes for Women 


G. E. LIPPMAN SHOE CO. 




















TURN PUMPS IN-STOCK 
EARLY DELIVERY 


WIDTHS 
AAA-C 


081 Plain Mat Kid Pump Alice Wood Louis 8.25 
981 Plain Colt Pump Alice Wood Louis 8.00 


UPHAM BROS. SHOE CO. 


Stoughton, , Mass. 





1627 Washington Ave. St. Louis, Mo. z 

















OTEL 
IMPERIAL 


aN Broadway at 32nd Street 


NEW YORK 














Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 


sentative 

and 
in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 


i a Midway Between Both Railroad 
Terminals 
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SPRING 1920 





EVANGELINE 


SHOES FOR WOMEN 


A POPULAR PUMP THAT IS SELLING 
RAPIDLY FOR NEXT SPRING 





NO. 3642 


Kid Plug Pump, 87 Last, 19/8 
Louis Heel, Goodyear Welt 


Aluminum Plate 


Price $6.40 


Y 
L 
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21 IMPROVED CUSHION DAVIS 

xm FAMOUS SOLE SHOES, DR. A. 

<eh REED PATENTEE,  1900,- NEW PROCESS 
oo Crumbs of Comfort | 1901. THIS IS NOT THE A FLEXIBLE 
> (Reg. U. S. Pat. Of.) ORIGINAL DR. A. REED 

oH east CUSHION _. Rae CUSHION SOLE 
7) OUSLY PATENT 

> SHOES HIS LATEST INVENTION. McKAY 
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A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON OFFICE - - - - 428-430 ALBANY BLDG. 





BANA 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 








* 





Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 
can buy. 







Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing,on “U.S.” Rubber 
Footwear in publica- 

tions that reach 
Wteeteesennsagt —~ ae iy more than 
{thie 6,000,000 
outdoor 
workers. 
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BOOTS AND SHOES 


Endeavors to Speed 
duction 


up Pro- 


The situation regarding stocks and 
production varies but little from week 
to week and with the advent of the 
first Winter month the greater is the 
pressure brought to bear upon the 
producers. Every rubber shoe manu- 
facturer would be glad to see the 
coming month of early Fall or late 
Spring mildness, for with real Winter 
must come added demand, for which 
there can be no adequate additional 
force tosupply. The production of rub- 
ber footwear has hitherto been entirely 
a hand process, a work of skilled labor. 
But the exigencies of the situation have 
spurred inventors, and what has form- 
erly been the individual work of a 
single maker is now the result of “‘gang”’ 
workers, the shoe being fashioned in 
part by one, then passed along to 
another, then a third, and so on, each 
doing a part, and that quickly and 
mechanically, to speed production. 
Manufacturers are now experimenting 
with new machinery, or adaptations 


of older forms of shoe machinery, and 
reports as to the success of these ex- 
periments are seid to be favorable. 
Whether such progress and innovation 
will lessen cost is another question. 
The general tendency towards higher 
cost of materials and labor is as marked 
in this as in all other industries, and 


even if the introduction of machinery - 


tends to reduce total cost, it can hardly 
be expected to offset the total increase 
which is likely to be noted when the 
new price lists are published a few 
weeks from today. 


TENNIS LINES 


Demand Keeps Factories Busy to 
Complement 


Whether or no machinery will event- 
ually aid in producing rubber footwear, 


Wee 
Fookwoal Supplies and Prices 


fs AR i my Mmmm me 
s 


The Rubber Realm 
Market Review of Rubber 
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it has proven advantageous in improving 
tennis lines, and the leading manu- 
facturers of this kind of shoes are 
adopting methods very similar to those 
of the leather shoe manufacturers 
with such success that the finer tennis 
lines of today rival in style, finish and 
workmanship the fine samples of 
. Summer footwear made in leather shoe 
factories. As has been the report for 
the past two months, the manu- 
facturers are turning out goods to full 
capacity of the working forces, though 
the factories could and would increase 
their output, where there were more 
workers, or were present forces willing 
to work more hours. Orders on hand 
are large, yet there is no doubt of still 
more being received during the coming 
months, probably enough to guarantee 
a continuance of present rate of pro- 
duction up to May or June, or perhaps 
later. 


CRUDE RUBBER 


Slight Reaction Because of Large 
Supply and Sterling Exchange 


The present situation as regards 
Sterling exchange tends to caution and 
delay in che crude rubber trade. With 
the pound sterling down to about $4.00 
instead of $4.86 it is natural that 
merchandise paid for in British cur- 
rency is low, and purchasers of such 


“commodities, even though they can 


now buy advantageously, are many 
of them watching for further fluctua- 
tion, which, if decline, will continue 
present inactivity, and if advance, will 
result in a lively market. Stocks are 
large, now that arrivals of the last 
month have been landed, and receipts 
have been generous, cargoes from the 
Far East and from South America 
have added considerably thereto. De- 
spite this abundance there is little pres- 


_ sure to sell, and dealers are holding firm, 


refusing offer within a cent or even 4c 
of asking prices. Para grades were 


easier the first of the week, but have _ 


firmed up again and are steady but 


* quiet. Centrals are scarce here, owing to 


cessation of shipments from primary 
points, producers claiming that present 
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quotations below cost of production and 
freight. 


We quote spot prices: 


First latex pale crepe ....... .53 
Smoked sheets ............ .52% 
ee 47@. 48 
Upriver fine para......... 51 
OS Ge ae eB aap 48@. 48% 
Upriver coarse ............ 34@.35 
Islands coarse ............. 21% 
Caucho ball upper.......... 35 
Caucho balllower ......... 23% 
MMM 68 5:54 45385) ato oes Sis 28 
Centrals and Mexicans. ..... 35 
Guayule (20 per cent mois- 

WE xia back KGa Fae 25@. 27 


SCRAP RUBBER 


Activity Reduced as Requirements 
Are Filled 


The activity noted a week ago has 
eased off considerably, reclaimers evi- 
dently having bought up to present 
requirements. It is reported that the 
demand jor reclaim is fully up to 
capacity of the present production of 
the plants, as many of them during the 
recent dullness reduced their working 
forces, and have thereby been unable 
to turn out all that they could sell, 
now that demand has increased. With 
this tendency to return to normal de- 
mand, dealers are encouraged to ad- 
vance their buying offers a_ little, 
especially as collectors claim that there 
is a scarcity of material. However, 
nearly all other lines of scrap rubber are 
plentiful and prices low, points which 
argue for a steadier market for boots 
and shoes, which are the most de- 
sirable stock for reclaiming with the 
exception of scrap inner tubes. 


Dealers offer following prices: Boots 
and Shoes $7.75 to $8 in Boston and 
New York; $7.50 to $7.60 in Phila- 
delphia; $7.30 to $7.50 in Chicago. 
Trimmed Arctics $6.15 to $6.35 in 
Boston; $6.00 to $6.25 in New York 
and Philadelphia; $5.75 to $6.00 in 
Chicago; Untrimmed Arctics, $5.15 to 
$5.25 in Boston; $5.00 to $5.25 in New 
York and Philadelphia. 
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WINTER IS NEAR 


And Winter makes severe 
demands on Footwear. But 
Winter’s severest demands 
are triumphantly met by 


LUNDIN SHOES 


These superb Men’s Good- 
year Dress Welts combine 
with all their graceful mod- 
ishness a most unusual 
Wearing Endurance and 
Comfort. Besides, the Price 
is Right. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 


Saint Louis U.S. A. 
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Buying Close to Needs 


Conservatism Still Rules in Leather Purchases--- 
Prices Not Materially Changed and Tan- 
ners See No Advantage to Shoe | 
Manufacturers in Waiting 


Leather buyers are coming into the 
market each week, but are not making 
large purchases. They are proceeding 
on about the same basis as for the last 
few weeks, apparently feeling that there 
will be some recessions later on to 
warrant their waiting policy. 

There is a little easier tendency in 
prices. Some clearance sales of low 
grade glazed kid have been made of 
selections which have been. neglected 
for some time. With some houses 
there have been, in fact, accumulations. 
These sales have also been hastened 
by the high prices of sheepskins. 

Top grades of patent kid are held at 
$1.50 per foot and some Boston con- 
cerns are asking $1.75 for three to five 
feet skins. Larger skins measuring 
six to seven feet sell around $1.40. The 
calfskin market continues in a fairly 
active condition; the business is con- 
fined to the better grades of stock with 
prices ranging from $1 to $1.50 per foot, 
according to grade, weight and selec- 
tion. Colors are in the strongest call, 
with blacks less prominent. 


Side Leather in Good Call 


A steady call continues for practically 
all kinds of side leathers, particularly 
in the better grades. The new finishes, 
resembling calf leathers, are in best call 
and range from 70c to 90c per foot 
according to grade and tannage. Lower 
grade side leathers do not move 
so well, and quotations cover such a 
wide range, according to quality, that 
definite quotations are not practical. 
The bark and combination tannages of 
side leathers for-heavy shees range from 
40c to 55e.- On the other hand, buek 


leathers in white and colors enjoy a 
good call right now with prices ranging 
from 80c to $1.15 per foot. The better 
weather of the past few weeks has helped 
out patent leather producers, and 
japanners-have been able to get some 
surplus patent stock ahead, although 
deliveries are made about as fast as the 
leather is réceived. This leather rules 
strong in price from 70c to $1.15 per 
foot. 


her Market 
R of Leather 
Supplies and Prices 
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Few Large Contracts for Far Off 
Delivery 


Shoe manufacturers as a whole are 
fairly well supplied with leather, so new 
business is rather slow and large con- 
tracts for future delivery are not being 
placed as they ordinarily would be with 
the market on a lower basis. Aside 
from the high cost of raw material and 
skins, production costs of all sorts have 
advanced tremendously within a few 
years. Men and women are now earn- 
ing as much in the glazing work of the 
glazed kid factory in one day as they 
earned in a week a half dozen years ago. 

The India market is very strong on 
goatskins and in addition there is the 
export duty of 15 per cent. 

Prices of Patnas and other varieties 
of India skins are the highest in history 
which is a serious handicap on American 
tanners. 


Sole Leather 


Hemlock sole, heavy, No.-1....... 
Hemlock sole, seconds, mid.. 
Oak sole, No. 1 bends.. 


Oak sole, No. 1 backs, all welghte on 
WE SUNNEN, TON, os. 0c states cca saaeons 
ite I SII ioc s.0.000:s- 5 be deumeaiecsse 
Olfad, Temalnel HOAs. 5.5. 05.6.6.05:6:6:5:;0.6 5,000 


Offal, hemlock bellies. .. 


Offal, hemlock shoulders............... 
Union offal, heads.............+++0045 
Oak offal, heads Re eens ee 


Chrome, S: A. dry hide, 7% to 10 iron sides.. 
Chrome, green hide, 6 to 8 iron sides. ... 


1910 1918 1919 
Cents per pound 
25 @26 56@57 56@ 57 
23 @24 54@55 —@ 55 
45@— 85 @92 1.05@1.15 
43 @— 80@85 98@1.05 
33@35 84@85 90@ 
80@83 —@ 92 
ee 17@18 17@ 18 
23 @25 20@ 27 
38 @40 39@ 40 
24@25 23@ 25 
27@28 26@ 29 
Cents per foot 
43 @50 60@ 65 
—@50 —@ 60 


Upper leather quotations are not given owing to the wide range of prices which 


depend.on quality, grade and selection. 


Hides and Skins 


1910 1918 1919 
Cents per pound 
ee 163%,@17 —@30 —@, 48 
BROGVG MAINS COWS eons 8s kc cs cc cece 15y@15% —@28 —@. 47 
Sener 13%@14 —@21 34@' 35 
-Chicago-City. calfskins .......0......+.... 18...@1944 _.. 34@44 ~ ..70@: 9 
B..A. dry hides....... ih iectaicliitinea athe 21 .@73... ~.. T@34, ack 13@ 46 
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Who Are the Men 


of Tomorrow? 


[I is just as important that you establish 

yourself as a dealer in high quality boy’s 
shoes as it is that you be known as a dealer 
in high quality men’s shoes. The modern 
boy demands the best—and gets it. Here 
are three popular lasts. 


Write for the Regal Agency Plan. 


Sample Displays 


Boston New York 
268 Summer Street 1369 Broadway 


Regal Shoe Company 
Boston, Mass. 
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No. 9455—Black Smooth Side Leather .$5.90 ~ 
No. 9915—Cordo Russia Side Leather $6.20 
Both have 11 Sq. Sole, 7-8 Heel, Invisible 
Eyelets to Top. C, D and E, | to.5%%. 


a 9452—Black Smooth Side W. ; 


$6.00 
I] "Sa. Sole, 7-8 Heel, Midget Eyelets 


and Hooks. 
No. 9968—Cordo Russia Side W. Q. 
es eg es ol $6.35 


15-Slip Sole, 8-8 Heel, Midget Eyelets 
and Hooks. C, D and E, | to 5%. 


INo. 9450—Black Smooth Side W. Q: 
SK sa xp esleean a ak Reda abana $4.85 
Indestructible Tip, 11 Sq. Sole, 6-8 
Heel, Eyelets and Hooks. 

No. 9969—Cordo Russia Side W. Q. 


11 Sq. Sole, 6-8 Heel, Eyelets and 
Hooks. C, D and E, 101% to 131%. 


Regal Shoe Company 


BOSTON, MASS. 
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PILGRIMS. 


In Boston this January,.there will - 
be, without doubt, the LARGEST CONVENTION 
of RETAIL SHOEMEN, ever assembled. .- 


As the WORLD'S SHOE INDUSTRY is 
CENTERED in NEW ENGLAND, it-is a NATURAL 
GOURSE OF EVENTS, that SHOES should SOUND 
the KEYNOTE of the GREAT FUNCTIONS to ~ #4 
follow im this 1920 PILGRIM CELEBRATION.43 


PLANT BROS. & CO.'S WOMEN'S SHOES 
are KEEPING PACE with the DEVELOPMENTS 
of NEW ENGLAND. QUALITY-EXCELLENCE, and 
PRICE-ADVANTAGE are TWO SALIENT PEATURES 
that have contributed largely to their 
GONTINUED GROWING POPULARITY. 


MANCHESTER, NEW HAMPSHIRE. 














CHICAGO 
Sample Room 
#1726 Republic Bldg. 
H. B. Rosenthal 
~ ~~~ in charge. - 


BOSTON 
Sample Room 
#207 Essex St. 
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Bo ston 


THE RETAIL TRADE 


A General Summary Is Given— 
Stocks Moving Rapidly 


- Conditions keep up better than the 
normal of previous years. Stocks are 
moving rapidly and at a profit. While, 
in a general summary, it may be said 
that in many cases the volume is not 


as heavy as might be desired, thatis asto - 


number of pairs, nevertheless the dollars 
and cents value has been greater so 
that it may be safely said that condi- 
tions are highly satisfactory. As in all 
other sections of the country, there 
have been fewer failures during 1919 
than in previous years. 


AT C. F. HOVEY COMPANY 


Business Exceeds Corresponding 
Period of 1918 

At C. F. Hovey Company’s, Manager 
Anderson of the Shoe Department 
stated that business was very good; 
that the cold weather has stimulated 
trade and a subsequent increase in 
sales was noted, in fact, that business 
exceeds that of the corresponding period 
of 1918. He stated that their customers 
did not object to paying the higher 
prices, and that better class mer- 
chandise is in demand. 


Christmas Trade 


Christmas trade has opened excep- 
tionally well at this store. A large 
showing of felt slippers is made. While 
this department does not carry men’s 
lines, they are making an exception on 
men’s holiday leather slippers which are 
selling. well, Children’s felt shoes are 
moving rapidly. 


Oxfords and Wool Hose 
Low shoes and woolen hose are in 
much demand. This department is 
featuring oxfords and wool hosiery side 
by side. High shoes are also selling 
in large numbers. 


A HOLIDAY TRIM 
At Summer Street Store of All 
America Shoe Shop 

At the Summer Street store of the All 
America Shoe Shop, N. H. Clasen has 
arranged some very effective window 
trims. Paper curtains in valance style 
bear on them: the words “‘ Merry 
Christmas.” The stock is very light 
green and the letters are in the Christ- 
mas green and red. On either end of 


the paper valance are the words— | 


“Hosiery, Slippers, Shoe Trees’? and 
“Moccasins, Arctics and Brushes” 
—all suggestions for practical gifts. 
R. & I. Red seals ornament the corners 


of the valances. In artistically arranged 
vases are poinsettias and holly. Light 
green panels edged with red cord form 


‘an attractive background and show the 


merchandise to advantage. A card urges 
the public to make its selection for 
Christmas gifts while the stock is new 
and fresh, stating that 10 per cent may 
be paid at the time of selection and the 
balance when the goods are called for. 


PRICES MENTIONED 
On Men’s, Women’s and Children’s 
Shoes Featured 
In women’s lines, there was a patent 
bal with a Louis heel, at $8.00—a 
special; also a patent bal with military 
heel, at $8.00—the market value being 
given at $10. In men’s lines, a vici kid 
blucher was offered at $9.00—market 
price being stated at $11; and a wax 
calf bal as a special at $9.00. 
Christmas trade at this store has 
commenced in earnest. A large number 
of Comfy Slippers are being sold. 


REGAL SHOE CO. 


Business Better Than Ever—Specials 
Are Offered 

At the Regal Shoe Store, 109 Sum- 
mer Street, business. was reported as 
better than ever. Spats to go over 
plain black patent or dull opera pumps 
are selling well, Black calf and tan 
women’s shoes, also colored top shoes, 
with baby Louis or military heels are 
selling as specials at $7.75 and $8.75. 
A big run is being made on a black kid 
special with a gray cloth top. 


CURRENT ADS 
Are Bringing Goodly Amount of 
Trade to Store 
Cards announce “‘Exceptional Values’’ 
at $7.50, $8.00, $8.50 and $8.75. 
Hosiery for men and women is well 
featured and offered at combination 
prices as 65 cents the pair, six pairs tor 
$3.50; 90 cents the pair, six pairs for $5. 


WILLIAM FILENE’S SONS CO. 
Low Shoes and Spats Still Have 
Heaviest Sales 

At the women’s shoe department on 
the fifth floor of William Filene Sons 
Company, low shoes and spats still 
continue to be the biggest sellers. How- 
ever, cold weather will probably swing 
the buying pendulum more strongly to- 
ward high shoes. 

Trade is brisk, with suede shoes in 
black and brown in much favor. 
“Suede shoes give good wear,” said 
Manager Donovan of this department. 
“The leather is soft and pliable and lends 
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itself easily to the shape of the foot. 
The average woman should be taught 
how to take care of a suede shoe. A 


“black suede, ‘for instance, should be 


dressed as often as white suede.”’ 


An Attractive Ad 

An ad, which was posted in a con- 
spicuous place in the store department, 
was most comprehensive and defined 
well the shoe department’s policy. It 
contained a talk on the “‘Cost of Shoes,” 
a treatise on ‘‘Complaints,”’ some “‘Frank 
Advice” and spoke of ‘‘Filene’s Values.” 
It told of the various shoes carried in 
the department as well as rubbers, trees 
and “‘up-keeps’’ such as laces, buckles 
and shoe polishers, low shoes, spats and 
evening slippers. - 

Short sentences in italics further con- 
vince the buyer of the service given in 
this department. We quote a list 
herewith: 

Some Epigrams 

Fitters do not guess at sizes; specialty 
of large and small sizes; shoes for elderly 
women; bunion shoes, large ankle shoes, 
etc.; arch preserver shoes to protect arches ; 
shoes chosen from all good lines; buying 
direct from maker; a big business that 
makes better values; strict care in getting 
good insides; five sales people students of 
foot anatomy ; always in the markel, new 
things first; we buy only from reliable 
makers; many improvements originated 
by Filene’s; we advise frankly in buying 
shoes; constant stream of Filene’s better 
values. 

Windows Attractive 

Special cases displayed women’s, 
men’s, children’s and infants’ shoes, 
In women’s pumps featured at $10.75 
and $11.75, the Lucille and Liberty 
models, gun metal and patent were the 
leathers. In infants’ lines, which a card 
stated were sold on the third floor of the 
novelty shop, tan kid and suede tops 
with black shiny kid vamps were shown 
in laced models. A black patent vamp 
child’s shoe with a gray kid top was 
shown. An attractive card reading 
“For Chilly Mornings” announced felt 
bed-room slippers for the kiddies. “‘Gay 
with little figures.” There were some 
attractive white kid and tan five-toe 
moccasins for children, also soft soled 
shoes for mere babies with black patent 
vamps and white kid tops in four- 
button effects, white flannel soft soles, 
embroidered in blue; pink satin, dresden 
and blue, soft soles, eiderdown trimmed, 
were effective. 


AT THAYER McNEIL CO.’S 
A Good Christmas Gift Showing 
Made in Windows 
At Thayer McNeil Company’s the 
Temple Place windows showed men’s 
(Continued on page 147) 
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W.T: Heimes Company 


INCORPORATED 


WHOLESALE DistripuToRS OF SHOES 
1S NorTH FourtH STREET PAUL R.CHANDLER 


PHILADELPHIA 


Ww. T HOLMES. JP. 
oo 


October 20th, 1919 


P. J, Harney Shoe Vo., 
Lymn, Mass, 
Gentlemen: 
Now thet practically all 
of our Pall goods are in, we wish to compliment 


you upon the manner in which you have handled our 
business this Season, 





into consideration 
labor troubles and also’ the leather market, we 
feel that you have given us the highest service 
obtaincble. We write this purely in a sense of 
a@p,reciation for your prompt deliveries. 


Very truly yours, 








V.TH. Ite 
c 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN - MASSACHUSETTS 


BOSTON OFFICE—183 Essex Street 
IN-STOCK DEPARTMENT—78 Lincoln St., Boston 
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SELLING SLIPPERS 


Asterbloom Covers Old Territory for 
Goldschmidt & Loewenick, Inc. 


L. C. Asterbloom has just been ap- 
pointed sales representative covering 
Pennsylvania, Ohio and West Virginia 
for Goldschmidt & Loewenick, Inc., 
of New York, manufacturers of all classes 
of slippers including boudoir novelties, 
felt goods and leather stocks. 

Mr. Asterbloom is very well ac- 
quainted in the territory which he will 








L. C. ASTERBLOOM 


cover, having traveled there for a num- 
ber of years in the interests of some- 
what similar lines. 


COAST TRAVELERS 


List of Men Calling on San Fran- 
cisco Merchants 


The list of eastern factory repre- 
sentatives who called on the local shoe 
merchants was a long one during 
October. Among those who were on 
hand with their lines were: Henry 
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’ ‘Traveling, Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 


en CTE 


Edwards, of the Krippendorf-Dittman 
Co.; W. R. Rehkugel, of Thompson 
Bros.; C. R. McWilliams, of the A. E. 
Nettleton Co.; Mark Brown, of the 
Chas. S. Gibbons Co.; William Ware, 
of the Excelsior Shoe Company; Roy 
Schneider, of John Kelly, Inc.; William 
Walters, of Slater & Morill, Inc.; F. L. 
Kern, of Rice & Hutchins, Inc.; C. E. 
Flowers, of J. J. Grover’s Sons and 
Burt-Packard; Saul Berner, of the 
Krohn, Fechheimer Co.; J. C. Coppage, 
of Laird, Schober & Co. and the Boyden 
Shoe Mfg. Co.; J. F. Reedy, of the 
Rickard Shoe Co. and I. Miller Co.; 
George Dyche, of Wichert & Gardiner; 
James S. Matthews, of the Johnson 
Baillie Shoe Co.; Henry Edwards, of 
the Krippendorf-Dittman Co.; A. 
Moore, of Roberts, Johnson & Rand; 
Mr. Shipp, of Burt & Packard; Chas. F. 
Smith, of the J: P. Smith Shoe Co.; 
A. F. Elliott, of the Geo. W. Baker 
Shoe Co.; Harry M. Cheesewright, of 
the Scholl Manufacturing Co. 


BUSH SALES BUILDING ACTIVI- 
TIES 


Arthur I. Benedict on Western Trip 


Arthur I. Benedict, manager of the 
shoe section for the Bush Terminal 
Sales Building, left Saturday, Novem- 
ber 15, for a three weeks’ trip through 
the Middle West to interest manufac- 
turers of shoes and accessories in the 
proposition of being represented in the. 
building. His itinerary includes Chi- 
cago, Milwaukee, St. Louis, Cincinnati, 
Cleveland and Rochester. New firms 
are being brought into the building at 
the rate of about three a week now, 
according to Mr. Benedict. 


*A WONDERFUL SEASON” 


Says James Stoner, Representing 
Boyd-Welsh Shoe Company 


James Stoner who represents the 
Boyd-Welsh Shoe Company, in the 
Northeast, spent several days with 
friends in Cincinnati on his way to St. 
Louis. 

“Jim” reports a wonderful season and 
thinks that the outlook for Springis 
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better than ever before both for the 
retail shoe merchant and the shoe 
manufacturer. After-a short stay at the 
factory, he will try his hand at hunting 
down at his farm in Kentucky. 


IN TEXAS 


J. W. Dellis Represents the Rich 
Shoe Company 

J. W. Dellis represents the Rich 

Shoe Company of Milwaukee in Texas. 

Mr. Dellis covers the entire state and 
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J. W. DELLIS 


has traveled this territory for more 
than twenty-five years. Mr. Dellis 
writes: 

“I find conditions in the state better 
this season than ever before. The 
trade is eager to buy and is buying more 
high price stuff than ever before.” 


RETURNS TO HEADQUARTERS 


L. F. Goodman Has Been in South- 
ern California 


L. F. Goodman, representing the 
interests of E.-T. Wright & Co., is back 
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N. S. R. A. 
CONVENTION 
Boston 
Jan. 12-15, 1920 





ALL STYLES CARRIED 4] 
41 CRAWFORD OR UNBRANDED 


Styles 


SHOES IN STOCK 









B 536—Brogue Boot Bal, 
Scotch Grain Vamp and Top, 
Wide Extension Edge, Brogue 
[eee ere $10 


B 537—Brogue Oxford. Price 
$9.00 


B 545—XXX Grade Havan# 
Brown Kid Blu, 12-iron Sole, 


illustrating O’Brien Last. Price. .$10.50 







o> at an Goodyear Wingfoot Rubber 

a _ Illustrating 
Stock No. 
2657-2658 


B 2657—Cherry Oil Tan 
Veal Blu, Full Double Se 
(White Fibre Slip), Fox Trot 
ee ee $9.00 


B 2658—Gun Metal Blu, 
Munson Last. Price. ..$7.75 


B 544—X XX Grade Havana 
Brown Kid Bal., 12-iron Sole, 
Carlton Last. Price. . $10.50 


B 515—Cherry Calf Bal, 
Carlton Last........ $10.00 
Both with Goodyear Wing- 
foot Rubber Lift. 


Hilustrating 
Stock No. 
544-515 


Stock N 
545 





“Crawford” spells quality, workmanship and service. All above styles are in stock. Shipments made 
same day order is received. Order now. Send for latest catalog. Samples sent post paid, no charge. 


CHARLES A. EATON COMPANY 


“THE STERLING SHOEMAKERS OF NEW ENGLAND” 


BROCKTON, MASS. 
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BOSTON: 183 Essex St. NEW YORK: 127 Duane St. ATLANTA: 238 Peachtree Arcade DETROIT: 461 Book Bldg. 
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at headquarters in San Francisco, after 
a successful visit in the southern part of 
the State. 

A SURVEY 


Of the Coal Situation by Shoe 


Traveler 


Ben S. Rapport, of David Rapport & 
Sons, shoe manufacturers’ agents, who 
travels West Virginia and Pennsylvania 
and is familiar with coal-producing 
problems, has sent to us, under date of 
November 8, the following survey on 
the coal situation in his section of the 
country: 

“The rank and file of miners are not 
very serious in their demands for a six- 
hour day, five days a week. From ex- 
pressions on their part, the 30-hour week 
is arranged on that scheme to provide 
work more steadily than the operators 
have had heretofore. Working two or 
three days a week under the past system 
does not allow them adequate means of 
support and their sole aim is to earn a 
decent living. 


The Issue 


“The increase ‘in pay is an. all-im- 
portant issue, and while the 60 per cent 
asked for may seem out of reason, the 
miners desire to bind the operators so 
that sufficient production will be as- 
sured and consequently their (the 
miners’) means of livelihood become 
sécure, ~* . © 


“Union mines haye been shut tight, 


giving evidence of some approval td 
the strike order, but it appears that the 
non-union pits in coming to the rescue 
on production show no serious handicap 
in procuring sufficient help to operate, 
so that the belief is general here that 
some. “union ‘men -must -be secretly 
offering their services. : 


Government to Rescue 


“The Government’s hand in this 
serious predicament, it is sure, will put a 
speedy end to the difficulties of the 
situation. Business has felt the effects 
of the miners’ walk-out much more 
keenly than it did when the steel work- 
ers struck. Everybody expects by the 
end of the coming week to see the close 
of the strike, but industrial unrest is 
still too acute for the stability of busi- 
ness in general.” 


Comments on Above 


Since Mr. Rapport’s letter was 
written, the strike has been called off 
through the good offices of the Govern- 
ment, but the wage controversy between 
the miners and operators yet remains to 
be settled. 

The Government has exercised its 
strong hand in a crisis, still the spirit of 
unrest among labor, as well as among 
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business interests, will probably not be 
greatly allayed by that action. 

The statement of President Lewis, 
“We cannot go against the Govern- 
ment.. We are Americans’”’ will probably 
do more than any other one thing to 
bring quietude and a return to work on 
the part of the miners, if this spirit is 
reflected by the leaders among labor in 
the various communities affected by the 
coal strike. 


The Miners’ Demands 


The statement of Mr. Rapport that 
the rank and file of miners are not over- 
serious in their demand for a six-hour 
day and a five-day week, but that they 
are desirous of some plan which will 
insure them a sufficient amount of work 
at a wage ample enough to provide them 
a good, clean, wholesome living for 
themselves and their families is very 
significant and probably tells the story 
of the miners’ demands in a few words. 


CHICAGO SHOE TRAVELERS 


Discuss Chicago National Shoe Ex- 
position, January 5-10 


The Chicago Shoe Travelers’ Asso- 
ciation held its first meeting of the sea- 
son on Saturday, November 22, at a 
12.30 luncheon at the Palmer House. 
The dining: room in which the meeting 
was held was filled to capacity. A 

~ general review of ‘conditions of the asso- 
ciation was, given by the secretary, 
Dave Davis, arid matters.pertaining to 
the Chicago National Shoe Exposition 
to be held January 5-10 were discussed. 
The alloting of rooms and space to ex- 
hibitors'- took place on. Wednesday, 
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November 26. At this meeting, Dave 
Morris, chairman of the membership 
committee, announced that the Chicago 
Shoe Travelers’ Association has a larger 
membership than any other shoe sales 
association in the country, totaling 357 
members. Mr. Morris laid the founda- 
tion for a campaign for 400 members by 
January 1. 


HUGH DOYLE RECOVERS 


Completely—Now Back in Pennsyl- 
vania Territory 


Hugh Doyle, of the Churchill & Alden 
Co. salesforce, who was obliged to re- 
turn some weeks ago from his Penn- 
sylvania territory. because of a severe 
stomach. ailment, has completely re- 
covered and has now resumed _ his 
selling. 

RETURNS HOME 


D. Frank Quigley of Thompson 
Bros., Inc. 


D. Frank Quigley of Thompson Bros., 
Inc., salesforce, who travels the middle 
western territory for his company, has 
returned home after one of the most 
successful selling trips in his selling 
career. 


BROCKTON SALESMEN 
Regarding R. F: Doyle and John Fox 


Robert F. Doyle of the T. D. Barry 
Company has finished his trip through 
the South and has returned to his home 


- in Brockton. 


John Fox, who travels for the same 
company, has also returned after a very 
successful trip South. 


Chicago 


CHICAGO BRIEFLETS 


Increases of Capital Stocks of Local 
Firms : 

The B. & B. Shoe Co., Chicago, 
manufacturers of baby’s soft soles ‘and 
first steps, have increased their capital 
stock from $10,000 to $30,000. 

C. W. Marks Shoe Company, 
Chicago, have increased their capital 
stock from $50,000 to $300,000. 


SPRING CATALOGUE 


Issued by The J. W. Carter Chicago 
Company 
The J. W. Carter Chicago Company 
has recently issued its catalogue of 
men’s and boys’ fine welt shoes for the 
Spring season of 1920. 


This catalogue is the first published 


by the J. W. Carter Company of its 


Chicago lines. One section of the 
catalogue is devoted to “in .stock”’ 
shoes, the other to “future deliveries” 
between January 1 and April 1. 

The Chicago men’s factory is under 
the supervision of David Tilt, who 
surely knows how to make good shoes 
as is evidenced by the samples of the 
production of this factory illustrated 
within the 36-page catalogue. 


Topeka Trade Conditions 


Trade conditions continue to be 
excellent. A traveling salesman visiting 
the Crosby Brothers shoe store ex- 
pressed the situation from his stand- 
point: 

“The retail shoe merchants simply 
are begging for merchandise.” There 
is a strong demand for brown shoes. 
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Misses’ and Children’s 
- Goodyear Welts 


—In-Stock— 


No. 96—Tan Russia Calf Bal. 
Sizes, 1114-2 A-D, $5.75 
*. §81%-11 B-D, 4.75 
“ 6-8 C-D, 4.00 














L. B. EVANS’ SON CO. - WAKEFIELD, MASS. 


No. 93—Brown Side Bal. 
Sizes, 1144-2 B-D, $5.15 
“ $8'%-11 B-D, 4.35 
“6-8 C-D, 3.75 


BOSTON OFFICE - 110 SUMMER STREET 

















CUTPRICE T|MSON BROS. 


Terms 3% 10 Days, Net 30 Days. Send for Price List * 





TWO WINNERS 


In “TIMBRO COMFORT ” 


WARM LINED BOOTS 





Mail Orders Shipped 
Same Day Received 


No. 2139—Kid Tip, Cab. Polish (Felt Top), Full Warm Lined, 
McKay, Rubber Heels, Leather Soles. Width EE. Size 3 to 8. 


No. 21374%—Com. Sense Felt Foxed Bal, McKay Sewed, 
ae 9 a Leather Heels, Full Warm Lined. Width EE. 
1ze 3 to 8. 


SPECIAL 





$9.10 INCORPORATED | 
BOSTON, MASS. 
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The Buckle Sensation of 
the Season 


The beauty and sparkle of 
these magnificent orna- 
ments are superior to the 
imported hand made 
buckles that retail from 
thirty-five dollars per pair 
upwards. 


Kes-Cut-Steels can be re- 
tailed at from three to five dollars per pair in the very highest 
grade effects. Unlike imported buckles. Kes-Cut-Steels are 
thoroughly guaranteed against every possible defect and positively will not rust. 


You Demand ‘‘Kescot” Quality, the “‘Kescot’ Tag Guarantees It. 


KESCOT MANUFACTURING COMPANY 


: | PROVIDENCE, RHODE ISLAND 
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information. 





The Tarco Business Record Systems will tell you—in a jiffy. 
It will give you an accurate record of your sales, overhead, de- 
preciation, salaries, cash discounts and condition of your stock, 
thus enabling you to know what the nature of your business is at 
any time of the day and giving you the basis to plan for the future. 

Used by many shoe stores, who find it simple, complete, ac- 
curate and a wonderful saver of time. Write us today for full 


Tallman Robbins & Co. 314 W. Superior St. Chicago 

































The Selling 


Power of 
Wood Fixtures 


No equipment can com- 
pare with period wood 
fixtures, finished in any 
color or style to harmon- 
ize with your win- 
», dows, for adding 
’ character, force and 
selling effectiveness 
to your store front. 
‘We have a full line 
ofbeautiful 
window fix- 
tures, adapted 
to the display 
of men, women and children shoes. 
Let us send you our new catalog--““DISPLAY 
EQUIPMENT FOR FOOTWEAR’”--it shows 
the complete line. 


Curtis-Leger Fixture Co. 




















226 W. Jackson Blvd. - Chicago 
—=— 





WANTED TO PURCHASE 
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WANTED TO PURCHASE 
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Coming to the Convention? 
Stop at the “Essex” 


Leading hotel -for.the shoe and 
leather tradesmen. Time now to 
make reservations. for rooms dur- 
ing the big days in January. -The 
N.S. R. A. -has planned for’ the 
greatest convention in its history. 





400 ROOMS—300 BATHS 
$1.50.4 DAY AND UP 


The Essex Hotel Co. 


ATLANTIC AVE., ESSEX AND EAST STS. 


Boston, .Mass.. 


McCARTHY BROS., Proprietors 
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WANTED TO PURCHASE 











Wanted at Once 


for Department Store 
for Cash 
Manufacturers’, Retailers’, or Sur- 


SHOES 


hands. 








No Quantity Toe, Large. Short tablished 1890 
GLOBE MDSE. CO. 387 Broadway, New York, N. Y. bag eo. ee 
Indianapolis, Ind. Phone Canal 4119 imvestigate and 7 offer weil 7% 
New York Office We also purchase clothing Max Kalter Mercantile Co. 
23 Lispenard St., New York City 7 Broadway. 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow 

tities no object. Retai 
Short term leases taken off your 


Wire or Phone us 
Correspondence Confidential 


ers. 
1 or wholesale. BROOKLYN PURCHASING SYNDICATE 


ane Scale Mie re oe 
uantity no object. 
‘or 30 x. our specialty. 


FRANK WALKER 
610 Broadway, 


Phone, Stagg 1757 


CASH PAID 












































Nov. 29, 1919 


BOSTON - 
(Concluded from page 139) 
lines in black and tan brogues, spats, 
skates, mule slippers of black velvet 


ribbed with white, brown silk hosiery, 
brown and black boots and _ oxfords. 


Shoes’ were Featured at $9.50, $11, . 


$14 and $15. 

In women’s lines, a bronze kid pump 
with a rhinestone buckie made an 
effective display. Gray silk hosiery in 
clocked effect and in dark gray with 
ribbed effect were draped on stand in a 
conspicuous position. There were comfy 
slippers of French blue and lined with 
lambs’ wool, spats, skates and three 
buckle arctics. 

A large card advised the public as 
follows: ‘‘First Come, Best Served.’’ 
“Do Your Christmas Shopping Early.” 
Special prices of $10.50 and $13 were 
mentioned. 


AT JONES, PETERSON & NEW- 
HALL’S 


Attractive Display of Cloth of Gold 
Slippers and Stockings 


At Jones, Peterson & Newhall Com- 
pany, there was an attractive display 
of gold slippers and stockings. _Brogue 


VENUS 
Detachable 


ALUMINUM | 


Heels 


BOOT AND SHOE RECORDER 


effects for men and women were feat- 
ured ‘as: were men’s’spats. A ‘walking 
shoe in brogue pattern for women was 
tagged at $11: Heavy ribbed woolen 
hosiery was shown. Buckles in rhine- 
stone were featured. 


AT MAGRANE HOUSTON’S 


“Down with the High Cost of 
Living Sale”’ 


At Magrane Houston’s shoe de- 
partment a ‘‘Down with the high cost 
of living sale’’ was in progress. Shoes 
for -women-and children- were tagged in 
the windows with special prices and a 
card announced the sale in progress. 

Women’s prices were given as $6.75, 
$7.85 and $7.95. For children, a black 
button, shiny kid vamp, with black 
cloth top was tagged at $3.49. A shoe 
for the kiddies was tagged at $1.75. 








WANTED FOR EXPORT 
es situen 
YOUR ye 
ws | Ee 


FOR 
NEW YORK EXPORT 
PURCHASING CORPORATION 


CASH 
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| Every Shoe’ Store: Needs 


a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 

CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


“Manchester” 
Trade Mark Reg. U.S. 
Pat. Off. 
nippers are made of 
high-grade tool steel, 


nickel plated with a 
curved jaw that ena- 


“MANCHESTER” 
curved jaw when order- 
ing. 

Write us direct if 
your dealer cannot sup- 
) ply you. 

Price, $4.50 


Frank W. Whitcher Co. 
Patentees and Manufacturers 
Boston, Mass. aasde8 W. Lake Be. 














515-517 Broadway, New York City, N. Y. 













Never 
Pull Off 


Cannot 
Break 

















i 3 


The only detachable heels on the market. 
match every shade of leather. 


75 cents a pair. 


VENUS Detachable ALUMINUM Heels outlast the shoes. 
VENUS Heels can be removed and attached on another pair. 


time. No nails. 


4 





Made in all colors to perfectly 
Made in two sizes, to fit all sizes of shoes. Price 


When the old shoes are worn out 
Easy to attach and will last a life- 


Manufacturers can use VENUS Heels with an absolute guarantee. Retailers will find an added 
argument in selling shoes with VENUS Heels. Your repair department can attach them at a good 


profit. . 


G. EDWIN WHELAN 


Exclusive Sales Agent SPRINGFIELD, ILL. 


Manufactured by Detachable Shee Heel Mfg. Co., St. Louis, Mo. 
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page per issue: 
7 times 





syeor 1 time 13 times 
linch..... $4.00 $3.00 $2.75 
2 inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


cents per 

ONS WANTED—Three word for each imeerties. 

Minimum amount accepted, cents. For other “Want” ad- 

26 times 52 times pe PT ty KY will be received 

$2.50 $2.00 up to five o'clock Tuesday P.M. When advertisers answers to 
4.75 4.00 py ape fag Ney he RL 8 LE 

to 4 must 

7.00 6 their address, each word of the address be counted in the 
° .00 advertisement and paid for accordingly. Answers to ads must be sent 
9.00 8.00 under letter postage. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMAN } WANTED—To carry as side “4 
on commission basis, medium - Lg Gace 
line infants’ and children’s turn ifty 
styles carried in stock for = > delivery. 
Territory open: Ohio, Virginia, West Virginia and 
Maryland. Give reference and terri covered 
ay first letter. Finkelstein Shoe Co., Wil pamapet, 


eS WANTED—New York City terri- 
tory. Must be a live-wire, and be able to show 


confidence. Address B542, care Boot 
™ Shoe Recorder, 127 Duane St., New York 
ity. 





GALESM EN—Experienced salesmen for States of 
Michigan, Indiana, Ohio and Pennsylvania, to 
sell short line of medium grade men ’s work shoes 
on commission. Only those a with shoe 
trade and shoe values need apply Crosse 
Boot & Shoe Mfg. Co., La Crosse, Wisconsin. 


GALESMAN WANTED—Salesman with estab- 
lished retail trade, to carry a side line of infants’ 
soft sole shoes on commission. Address S. & G. 
Shoe Co., 34 Southbridge St., Worcester, Mass. 


GALESMAN WANTED—Good, experienced shoe 
salesman with an established tendo in North 
Carolina and Georgia States. For a general line of 
medium-pri shoes. Very good proposition for 
the right man. co ab: a mail or in person, The 
neem Shoe Co ervais Street, Columbia, 
8. C 











GALESMEN—Here is an opportunity for a few 
live wires to secure for the com season and 
to sell on commission, the strongest line of work 
shoes and outings made in the West, by concern 
owning and operating their own tannery as well as 
factory, selling direct to the retailer. Territories 
open: Northern Ohio, N. Arkansas, South- 
ern Minnesota, Southern Missouri, North and 
South Dakota, New Mexico, Northern Missouri, 
Kansas, Southeastern New York, also Vermont 
and New Ham References required. Ad- 
dress Michigan akers, Rockford, Mich. 


GALESMEN WANTED—For popular-priced 
line men’s dress welts, commission basis only; 
about twenty atyten in stock, all widths. Territory 





open: Indiana, tt Chicago, Iowa,, 
ebraska, Kansas, , —S-, 4-4 ‘olorado, 
a. 


New Mexico, Arizona, California, _ 
Ogden Shoe Company, Milwaukee, Wis. 

ALESMEN WANTED—For factory line of 

men’s Mahogany dress welts. Four styles in 
stock, all widths, popular-priced, discount to trade 
5 per cent, 10 days. Six per cent commission paid 
on shipment of goods. Only ee 
with established trade need apply. Give territory 
wanted and what line you now have. Franklin 
Fox Shoe Company, Milwaukee, Wis. 





GALESMEN WANTED—Good experienced shoe 
salesmen for high-grade western line of men’s 
work shoes in the following territories: Arkansas, 
Louisiana, Eastern Pennsylvania, Western Pennsyl- 
vania, New Hampshire, Vermont, New York State, 
Oklahoma, South Dakota and Nebraska, Colorado, 
Arivona and New Mexico, Michigan and North 
Carolina. Only live shoe with an 
lished business will be considered. iddvens B538, 
case Bost ane Ghee Mesasdee, 207 South St., Bos- 
ton, Mass 


Site line, Liberal commimton. "State territory 

i. % Liberal commission. State 

d. Address 
Pa oe St.. 








ease Dest ond hao iocardee, 
Boston, Mass. 


Sthoes to the t trade: good tre wept 
je; 
American Metal Shoe Co., Dept. 24, 





commission. 
Racine, Wis. 


x -Y—~Y Bong ng ng class salesman 
side line ide Hao exenmiiige ane and Cotero 

Tongue Pa - commission basis. Full commission 
Cotero Cushion Mfg. Co., Scranton, Pa. 








Salesman Wanted 


High-grade experienced salesmen with 
established trade to sell women’s specialty 
line of medium and high priced shoes, 
including felts and warm line in the fol- 
lowing States: Michigan, Iowa, Wiscon- 
sin, Indiana, Illinois and other Middle 
Western and South Ss Fast 
growing Chicago wholesale house. Only 

I m with good following in the 








NEW YORK wholesaler wants experienced sales- 
man in Greater New York. Address B559, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

ANTED— ienced traveling shoe sales- 

man with A ta as a basis, to cover Eastern 
South. Also a man to cover Texas. Westcott- 
Whitmore Co., Syracuse, N. Y., Women’s Shoe 
Specialties in stock. 

ANTED—E shoe salesman with 

—_——s trade in city of Dayton, Ohio, and 
counties surround ing. to carry complete line of 
— shoes and felt slippers, beginning January 

Give fu full particulars. Address B555, care 

— and S oo Pub. Company, 207 South 
St., Boston, Mass. 

ANTED—Experienced shoe salesman to 

Salas as ee ie 
— es pers for 
F For Vi ~>~ Wase -- North Car Carolina, basis, only. 

or Virginia, West Virginia, 

Carolina, City of Indianapolis and South, Southern 
oe gare foot and Shoe Roo Address 
care t oe Recorder Pub. Co., 
South St., Boston, Mass. maid 


Son a strioth WANTED—To carry as a side line 

















trade will be considered. Address B537, 
care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 








SALESMEN WANTED 
Manufacturer of Women’s Medium _— * 
Flexible McKays will have followi "Galore 

Fado, 


tories open 
Revchers Lon 

Mississippi, Nebraska, North “Carolina, Ohio. 

Tennessee, Texas and West Vi 

— only ienced <a with following i in 


territories. slice bel strictly tial. 
CAN GIVE I MEDIATE DELIVERIES. 
Address Elbinger Shoe Manufacturing Co., 


Cincinnati, Ohio. 








Wanted a high-grade salesman capable of 
selling big accounts and having personal 
acquaintance in Texas, Louisiana, Oklahoma 
and Arkansas to represent strong nationally- 
known line misses’ and children’s welts and 
turns. Address with full details and refer- 
ences K240, care Boot and Shoe Recorder, 127 
Duane St., New York. 











GALESMEN wanted to rep- 
resent us in different 


parts of the country. 


W.T. MOORE SHOE CO., oF. LOUIS 
Makers of Moore’s New Method 














POSITION WANTED 


BUYER AND es chain oo 


will be open oe ay F--' ee 
ears’ ; delphia, New 
York ont Boston R. .. Address 23W, care 
Fees and Shoe Recorder, 127 Duane St., New 
STholesale concern» Well erpere comnees na 
e thoroughly ‘urnish erences. - 
dress K241 cone, Hoot and hes Reseda, 127 
Duane St., New York. 
POSITION Le as road salesman. Young 
poh. 14 years of experience in shoes, desires to 
manufacturer or 
— Territory, Pacific Coast. Strictly live-wire; 
can finance myself and give bond for ‘ 
Write for Address B544, care t 
and Shoe Recorder, 207 South St., Boston, Mass. 


connect, with wide-s ae Gon 
gg 














mer shes Ko Wade wy 207 Sr eT Bonch St., Boston, M ass. 


Mie eee and jobbers. 
desires to represent some good 
rab my > yy Can fornish beet of 


ence is wide in shoe business. Adres BSGty care 
— and Shoe Recorder, 207 South St., Boston 
ass. 











HELP WANTED 








‘This Position 
Will Be Better 


One of the few largest makers of 
a good grade af men’s welts 
(reasonably priced) will consider 
applications from men. who have 
established themselves in 


1 2 
Minnesota Kansas 
Wisconsin Arkansas 


No. and So. Dakota Oklahoma 


BP yen hove ent chines tn thle tom this 
SF teramstiaet beac na es 

Shenk ke ees cehcaeteed toehes 

pony My ni ee BOR 

Orders are taken for factory or stock. 

Commission basis, no advances—But the 

sales will pay well. 

Address B557, care Boot and Shoe Re- 

corder, 207 South St., Boston, Mass. 


























